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No. 25 
Swinging Door Latch 
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Here Are 
Two Swinging Latches 


THAT ARE CERTAIN TO SWING A 
LOT OF GOOD BUSINESS YOUR WAY 


Both are popular patterns, well-known and in demand. Both will render 
years of satisfactory service even under the severest kind of usage for they 
are made entirely of steel. 


No. 25 is designed for use on storm doors, cellar doors, etc. It is adjustable 
for doors of all thicknesses from 34-21% inches. It has an unbreakable 

_ brass spring and the handle is so placed (in back of center of case) that it 
cannot injure the hand when opening and closing the door. 


The No. 29 Latch is made for use on barns, garages and other outbuildings. 
It is so constructed that harness cannot catch upon it and the door can be 
firmly locked by inserting shackle of padlock through the slot in strike and 
slide. Each latch is also supplied with a catch to hold the door open as desired. 


If you're in the market for latches here are two that you should stock—but 
whether you are or not ask us to send our catalog. In it you will find a 


full assortment of high quality, popularly priced garage and builders’ hard- 
ware. 


NAAN OTT 








National Mfg. Co. 


Sterling, Il. 


No. 29 


All Steel 
Latch 
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Increasing Wireless Sales by Means of Concerts 


American Hardware Stores, Inc.., 

Bridgeport, Conn., Evolves 

Novel Way of Increasing 
Sales of Wireless 


Apparatus 
ENDERING phonograph con- 
certs via hardware wireless 
is one of the many things 


that E. J. Reidenouer, head of the 
electrical department at the Ameri- 
can Hardware Stores, Inc., Bridge- 
port, Conn., is doing in order to 
stimulate interest and increase sales 
in his department. The American 
Hardware Stores has the largest 
wireless outfit in the city of Bridge- 
port, and Mr. Reidenouer is recog- 
nized by both amateurs and pro- 
fessionals in and around Bridgeport 
as an authority on anything per- 
taining to wireless or electricity. 

In describing the wireless con- 
certs that he has instituted Mr. 
Reidenouer says: 

“Every day, between the hours of 
3:30 and 5:30 o’clock, we have been 
sending out wireless phonograph 
concerts by radiophone. We have 
been using one of the well-known 
makes of wireless phones in con- 
junction with other accessories to 














make the set complete, and have 
been successful in making it heard 
for a radius of twenty miles. We 
expect to better this by far when 
we have proved to ourselves that 
the stunt is a success. 

“There are about 300 amateurs 
in Bridgeport and vicinity, and you 
can judge for yourself that when 
we reach these radio enthusiasts 
with a stunt of this kind we will 
get them to buy from a store that 
is interested enough to give them 
an entertainment of this sort. 

“We borrowed the phonograph 
and records from a local store, and 
as our inclosed advertisements will 
show, mentioned their name. We 
run these advertisements once or 
twice a week, just often enough to 
keep up the interest. 


“After every record is played we 
speak into the transmitter and tell 
anyone who happens to be listen- 
ing to get in touch with us and 
tell us just how well they are re- 
ceiving both voice and music. We 
tell them just what kind of a set 
we are using for this stunt, and 
that if they will listen in any day 
between the hours of 3:30 and 5:30, 
they will surely be able to enter- 
tain their friends at their end of 
the line with a wireless concert. 

“Then to vary the line of talk we 
go on to tell them that this is the 
wireless department of the Ameri- 
can Hardware Stores, Bridgeport, 
Conn., and that we handle a com- 
plete line of wireless equipment 
for both receiving and sending. 
We carry a line varying in price 

















The wireless department of the American Hardware Stores, Inc., 


Bridgeport, Conn., carries radio apparatus of all kinds ranging 


from $15 to $500. The stock is adapted to suit the needs of any wireless enthusiast in that locality 
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This ad is sure to interest the amateur 
wireless operator 


to meet the pocketbooks of any 
class, and the material is good 
enough for either the amateur or 
the professional. 

“We have large cards displayed 
at the head of the stairs, and any- 
one entering the store is sure to 
be attracted by them. Our elec- 
trical department is situated right 
on the balcony. If they do not 
notice the signs we will draw their 
attention by playing the phono- 
graph as we send out the music. 

“We have had customers ask 
clerks on the main floor, ‘What is 
the idea of the music?’ and the 
usual answer is, ‘We are sending 
out phonograph concerts every day 
by wireless.’ Then, of course, the 
customer becomes interested, and 
inquires more about it, usually say- 
ing that he didn’t know we had a 
wireless department. Then they 
come upstairs and ask all about 
prices, and just how much truth 
there is in this talk about being 
able to send music by wireless. 

“We then take our customers over 
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to our receiving set and allow them 
to listen in on a wireless station 
sending out wireless telegraph. We 
have a loud speaker hooked up to 
our set, and you can hear the sig- 
nals all over the floor. This invar- 
iably attracts more attention. 
“Then we go on to explain just 
how a wireless set is operated, and 
that the big idea to-day is to get 
everyone interested in wireless, and 
to get them away from the idea 
that you must be a full-fledged op- 
erator in order to have a set. 
“Complete sets are made up now- 
adays which may be placed on the 
sitting room table, with a wire over 
to the reproducer on the phono- 
graph. In this way one may have 
a wireless concert right out of the 
horn, as if it had been played from 
a record on the machine. Large 
electrical companies throughout the 
country are sending out wireless 
concerts every night in the week. 
There is no end to the possibilities 
of wireless. We tell the customer 
the prices of sets for receiving all 
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these twentieth century wonders, 
which range from $15 to $500, de- 
pending on how much of an invest- 
ment he cares to make. 


Profits in Wireless 


“We have interested a number of 
lookers-on in this way, and have 
built our wireless end up to be the 
mainstay of our electrical depart- 
ment. We have, perhaps, gone after 
the wireless with more enthusiasm 
than we have the rest of the de- 
partment, but only because we have 
felt that there was a big field for 
it. Then, again, it is so interest- 
ing that one couldn’t help trying 
out one of the instruments to see 
how well it works. And, again, our 
store slogan is ‘All That Is Hard- 
ware, and More,’ and we have been 
trying to make the ‘More’ as large 
as the ‘Hardware.’” 

It will probably not be long be- 
fore the management of the Ameri- 
can Hardware Stores will have con- 
vinced itself that it could handle 
very profitably the phonographs 


interest-compelling wireless advertising 
Hardware Stores, Inc 
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Here is the operator caught in the act of sending out the daily wireless concert. 
Customers in the store are also entertained by means of the music 


that it advertises so progressively 
by means of its wireless concerts. 
Other hardware stores in different 
parts of the country, with less ini- 
tiative and originality than the 
American Hardware Stores, have 
enjoyed exceptional success with 
phonographs and records. For the 
American Hardware Stores to neg- 
lect an opportunity of this kind 
which it created for itself, and to 
pass over profits which it could 
legitimately take, seems to us a 
circumstance singularly surprising, 
particularly when found in com- 
pany with such daring initiative 
and originality. 


Reporting the Big Fight 


However that may be, another 
hardware wireless experience that 
was the result of Mr. Reidenouer’s 
initiative is worth recording. 

At the time of the Dempsey- 
Carpentier heavyweight champion- 
ship battle at Jersey City, N. J., 
Mr. Reidenouer made use of his 
wireless equipment to announce the 
progress of the fight to a crowd 
that gathered on the street to hear 
the results. The advertising that 
this gave to the American Hardware 
Stores was a kind that could not 
have been bought, and it has since 
shown that it was well worth the 
trouble taken to make it possible. 


Mr. Reidenouer has given us a 
vivid account of this experience as 
follows: 

“On Saturday, July 2, as you 
know, one of the greatest fights 
that was ever staged took place in 
Jersey City. This fight was sent 
by wireless telephone all over the 
United States, and any amateur who 
could fix up his set well enough to 
receive wireless telephone messages 
was asking in all his friends to 
receive the news. 

“I worked three days on our wire- 
less set, taking down dnd putting 
up different hook-ups, to see if I 
could get the tests that were being 
sent out. I was not able to get 
anything until the night before the 
fight, and, therefore, was afraid to 
advertise that we would get the 
Carpentier-Dempsey fight returns. 

“The preliminaries to the big 
fight started at one-thirty o’clock. 
I sat down at the old set to see if 
I could get these. They came in 
better than you could get them over 
a regular telephone. I felt satis- 
fied that I could go ahead with my 
plans. 

Making the Arrangements 

“Our electrical department is lo- 
cated on the second floor, and, as 
our store is on a corner, one side 
of the electrical department is one 
large display window. The transom 
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above one of these windows was 
removed and a ladder placed there, 
on which was stationed one of our 
men with a megaphone. I then 
started to write down the prelim- 
inaries, round for round, and hand- 
ed them to the man at the window. 
He called them out through the 
megaphone. 


Drawing the Crowd 


“Would you believe that by the 
time the big fight was ready to start 
between 800 and 1000 people were 
listening intently for the returns? 
The police reserves were called to 
keep traffic open, as our corner is 
one of the busiest in town. 

“Just before the big fight started 
we tried to instill ‘pep’ in our audi- 
ence by telling them just how we 
were getting the returns, and not 
to be disappointed if our set broke 
down, but to pray that it would hold 
up until the fight was over. 

“Then as the bell sounded for 
the fight (remember, you could hear 
the bell over the wireless) we told 
them to get on their feet and listen 
carefully. They started to cheer as 
I gave them the first three rounds. 
The cheers became louder, and when 
the fourth round came I was as 
excited .as any. When Dempsey 
knocked Carpentier down for the 
count of eight (you could hear the 
referee count over the wireless). 
Then came the count of ten, making 
Dempsey champion of the world, and 
I said, ‘Now, boys, three cheers for 
America and Dempsey.’ You 
should have heard them cheer. 


Good Advertising 


“I think every man in the crowd 
felt that he had really enjoyed him- 
self almost as much as if he had 
sat in a $50 seat at the ringside. 

“T think if we had advertised this 
event the crowd would have been 
beyond our expectations. Then, 
again, there were people in the 
crowd who never knew that we had 
such a department in our store, 
and, as several people remarked, 
they thought we had the right idea 
in advertising.” 

These two practical experiences 
are worth thinking about. They 
open up a vast field of possibilities 
for the hardware dealer who has 
an electrical department, and are 
facts of great significance for hard- 
ware dealers everywhere in the 
country. 


Holman Inc., 1021 Loew State Bldg., 
Los Angeles, Cal., has been formed as 
a wholesale business, specializing in 
golf bags, golf balls, clubs and sun- 
dries. 
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Graphic Records of Hardware Costs 


Interesting Charts Show Costs of Stand- 
ard Products Over Seven Year Period 


I‘ the Christmas Number of the Chan-Farco Beacon, 
a little magazine published by Chandler & Farquhar 
Co., Boston, some very interesting and instructive charts 
are shown. These deal with the costs of several stand- 
ard products sold in the average American retail hard- 
ware store, with complete fluctuations shown by the 
depth of curves. The period covered by the charts is for 
the past seven years, from the year 1915 to 1921. 

The charts were carefully made and checked against 
the records and reports of the manufacturers whose 
products are shown. Figures were then rechecked 
against the costs in the books of Chandler & Farquhar 
Co. 

The information contained would be very helpful to 
hardware dealers and their salesmen for use in combat- 
ing intelligently any customer criticism on the subject 
of price reductions in hardware items and many people 
have held the false opinion that the hardware business 
has been holding out on the public. That dealers and 
factories have been unwilling to meet present market 
conditions. This is unjust, as many dealers know, and 
these figures which HARDWARE AGE is reprinting will 
help you in defending your prices. 
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Increasing the After Christmas Business 









Forceful Advertising, 
Attractive Displays and 
Good Salesmanship Will 


Result in January Profits 


By JoHN A. MCNAMARA 


Here is a good suggestion for an after-Christmas display. You can always safely feature cutlery 


FTER the rush of the Christ- 
A mas shopping has come to a 

close, due to the fact that the 
25th of December has come and 
gone, the hardware man usually feels 
that he has but little left to sell. And 
with the same breath he bemoans the 
fact that his customers have spent 
their last cent, and there is nothing 
to do but sit back and wait for the 
people to earn more money and get 
into a hardware buying mood once 
more. It is a perfectly natural feel- 
ing, although a most unfortunate one 
and it really is a mistake that live 
merchants would not think of mak- 
ing. If the hardware merchant 
would make a profit for the month 
of January it is up to him to get 
out and make the people spend their 
money for his goods by _ sound, 
sensible sales methods. 


Extra Effort Needed 


Let us consider a town of 50,000 
people. All of the inhabitants are 
fairly prosperous, and all have the 
natural desires of the average hu- 
man being. At Christmas time they 
bought presents, some of them rather 
useless, many of them that can be 
classed as luxuries, and a fair per- 
centage of them actually useful. 
Many of the useful gifts were not 
what may bé termed immediately 
useful. Many of the articles you 
sold for Christmas presents are use- 
ful but are things that have long 


been needed and should have been 
bought back in April instead of dur- 
ing December. In any event it is 
safe to say that no snow shovels or 
ice scrapers were given as Christ- 
mas presents this year, nor were 
there many coal hods, small coal 
shovels or fireplace implements 
found in the stockings of the for- 
tunate. Kitchen utensils have 
moved normally, with the exception 
of the special items used principally 
during holiday times. You still have 
the every-day kitchen cutlery in 
stock and the regular lines of kitchen 
pots, pans and general equipment. 


Sporting Goods Possibilities 


The sporting goods department of 
your store also holds unlimited op- 
portunities for you. If Willie re- 
ceived a pair of ice skates, the 
chances are that he will buy a hockey 
stick, a sharpener for the skates and 
a couple of straps. If it was a gun 
that Santa left him, he will most 
certainly need ammunition, oil, 
cleaning rods, and a host of other 
things. In short, almost any pres- 
ent that he received will need some 
accessories to make it complete. 

It has also become apparent in 
many households that the kitchen, 
the bathroom and the back stairs 
could stand a coat of paint. The 
wide-awake hardware merchant will 
see that this is brought to the atten- 
tion of the customers without fail, 
and that paint is added to the next 


44 


bill of hardware that goes out to 
them. 


How About Phonograph Records? 


Another thing to remember is that 
you sold more phonographs this 
Christmas than ever before. Phono- 
graphs are played more right after 
they have been purchased than at any 
other time. Keep your stock of rec- 
ords in the best of condition, and 
see that all the new tunes as well as 
the classical selections are advertised 
consistently. Send out your lists to 
the people who bought phonographs 
with a short letter telling them 
things about their new talking ma- 
chine. You'll sell records and make 
friends in this way. 

The auto accessory business should 
be booming during January, for 
everyone who owns a car has learned 
that it is poor economy to put it up 
for the winter. This being the case 
you should be selling the things that 
will keep it going in the best possible 
style during these months of bad 
roads. Tire chains, radiator blankets, 
anti-freeze mixtures, warming pads 
and all the necessaries for motoring 
can be pushed and made to move 
from your shelves to the family 
garage. It is merely a matter of 
judicious advertising and salesman- 
ship. 

Don’t think that all the toys in the 
world have been bought. Very often 
you will find that toys are still good 
sellers, and that frequently the par- 
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ents have to buy their children more 
toys than were given to them on 
Christmas. As an example, father 
and mother may have thought that 


Johnny was too big for mechanical ~ 
toys, so they bought him some books. j : a 
Johnny, being a normal boy with an ey 
inquisitive mind, resents the fact 1 Sher 
that he has been given books when Wy 


it was mechanical toys that he } ‘ 
wanted. So right after Christmas a 
he persuades mother to go down to 
the hardware store and buy the set 
so that he can build bridges, air- 
planes, houses, and other things. 

Then there are the radio sets that 
every boy wants, and which sell best 
in winter in spite of the fact that 
they are usually used in pleasant 
weather. The sled business should 
be at its height just now, and the 
wheel toys of all kinds should be 
moving satisfactorily. 


A Few Suggestions 


Impress your salesmen with the 
many advantages that you have just 
after Christmas. Teach every man 
in your employ how to get more 
business. See that the man who 
dresses the windows puts special 
effort into his work, and that the 
cards are not only numerous but con- 
vincing. Take more space in the 
daily papers and plug the lines that 
you know you can sell right now. a sale or reduce your prices if you from the store during January and 
Use the mails by sending out direct concentrate on the lines that you have a thousand little Joys prancing 
appeals to your customers and pros- know are needed. It is your oppor- about the front door. Take the in- 
pects. It isn’t even necessary to hold tunity to turn Old Man Gloom away ventory at night if necessary. 
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Tools are in season the year round and are in demand at all times. That O. C. Pratt 
of Clinton, Mass., believes this may be seen by this display 
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Leo B. Atkins, who arranged this window for the New State Hardware Co., Ardmore, Okla., has concentrated upon enamel- 
ware. This line sells well at any time and will serve to increase January profits 














It Isn’t the Size of the Window That Counts 


Small Windows Can Be Made to Carry a Sales Message 
Fully as Well as Larger Ones—Using Manu- 
facturers’ Advertising Helps to Advantage 


a et to thank you gentle- 
men for the kind and courte- 
ous attention you have shown 
me, and I hope that what I have said 
will be of some value to you in the 
successful conduct of your business. 
If you have any questions I shall be 
very glad to hear them, and will try 
to give you satisfactory answers.” 
Such were the closing words of 
Jimmy Burke’s first speech delivered 
before the Blankville Retail Hard- 
ware Dealers’ Association recently 
formed by George Stark. Mr. Stark 
was the first president, and the meet- 
ing was the first of an educational 
series planned for the winter season. 
Burke was a jobber’s salesman who 
had put the accessory department of 
the Stark Hardware Co., back on the 
profit sheet, through constructive 
sales work and by giving sound ad- 


and to furnish speakers. His first 
thought was of Jimmy Burke, for if 
Burke could help him he could help 
other dealers and incidentally might 
secure some business for himself. 

Jimmy had never made any 
speeches, but he finally agreed to talk 
to the Blankville dealers. His chief 
excuse had been that he only knew 
the accessory end of the hardware 
business. Stark, however, had in- 
sisted that methods which had proven 
successful in that department could 
be shaped to advantage in all other 
lines, and so a visibly nervous job- 
bers’ salesman addressed the dealers 
and their salesmen assembled that 
night in the dining room of the local 
inn. 

After consenting to speak, Jimmy 
began to wonder what he would say. 
He had three days to think about it, 

















The Burhans & Black Co., Syracuse, N. Y., was not hampered by limited space, 
as can be seen by this window 


vice. Stark was decidedly the older 
of the two, but the earnestness of the 
younger man’s appeal had won for 
Burke an admiration that was quite 
unusual. Stark had been complain- 
ing of low sales in auto accessories, 
and the young salesman quickly 
showed him that the slackness could 
be overcome with added effort. The 
dealer caught the point and went to 
it with very good results. The same 
plan worked out in other lines. Stark 
was an enthusiastic hardware man 
and had recently set about to form a 
local dealers’ association. 

As the organizer and president, it 
was up to him to get things going 


and after looking over the Blankville 
territory, he decided that one of the 
most glaring faults with most of the 
dealers in that district was their un- 
attractive window displays. That 
was the best subject at hand, and so 
he made some notes based on the 
windows he had seen. 

In his introduction Jimmy told his 
audience of twenty that he did not 
believe they wanted to hear a lot of 
generalities such as politicians were 
wont to express. He felt that they 
wanted some specific hints that they 
could actually use. He told them that 
he. had made a little investigation 
among their stores and had paid 
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particular attention to their window 
displays. He asked that no offense 
be taken at the criticism he intended 
to offer. 

Then he started.on his subject. He 
waxed eloquent on the tremendous 
sales power of good window displays, 
telling how some dealers had cleaned 
out big stocks in dull seasons by 
means of the proper use of window 
space. Ina tactful way he mentioned 
that he had heard that two dealers 
in the new association had actually 
declined a very attractive window 
set-up offered by the manufacturer 
of a popular spark plug. This same 
window, he told them, had sold many 
hundred plugs for other dealers and 
should not have been ignored. 


Use Manufacturers’ Helps 


He criticized in a polite way the 
lack of style in most local windows. 
He then told of ways in which some 
of the dealers had put about all the 
samples available into two windows 
without attention or thought to a 
pleasing layout, or without any ap- 
parent purpose or story to the dis- 
play. Such conflicting displays, he 
told them, would only confuse cus- 
tomers and would give the store an 
uninviting look. People would be apt 
to feel that the management and 
service might be as inferior as the 
displays. There was a lack of sales 
appeal to most of the windows he had 
noticed, and he felt that more atten- 
tion should be given to this phase of 
work. He emphasized the fact that 
manufacturers maintained large 
staffs of experts to prepare costly 
window helps for dealers. This ma- 
terial can be secured gratis, and he 
urged them to make the most of it. 
He suggested that they keep abreast 
of local events, holidays and public 
movements, and that they dress their 
windows suitably for the particular 
occasion. 

His audience had been very atten- 
tive. The entire scheme of associa- 
tion work and educational talks was 
a new thing, and they seemed deter- 
mined not to miss a word. 

No questions were forthcoming, so 
the chairman arose, offering the ap- 
preciation of the association to Mr. 
Burke. It was at this point that 
one dealer broke in in a very unpar- 
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The Stroot Hardware Co., Quincy, Ill., has caught the spirit of outdoor life in this 
well arranged display 


liamentary manner, saying: “I was 
just thinking that all these ideas 
about windows and manufacturers’ 
displays and a set plan of working 
out the displays may be fine in the 
big cities, but where would a dealer 
like myself get the time or the win- 
dow space to use half of the helps 
the manufacturers offer? How can 
any of us, with the limited space we 
have, do anything but show in a gen- 
eral way the stuff we sell? That’s 
a question I would like to hear an- 
swered.” 

Burke had anticipated just such a 
question and was ready. “The ques- 
tion of time,” he said, “hardly needs 
any comment for if a man in busi- 
ness has not the time to increase his 
sales there is a very sad state of 
affairs to be found in that business. 
He had better hire another helper or 
give up the business. He must take 
the time to improve his trade. 


Good Effects in Small Spaces 


“As for small windows, such as 
you merchants have—that is abso- 
lutely no obstacle. All over the coun- 
try there are stores with windows of 
the same size, and even smaller. 
Many of them are making displays 
that would be hard to beat. They 
have been able to use the helps sent 
by manufacturers. And so could you. 
Sometimes they have had to alter the 
arrangement or have had to trim or 
remove parts of the display, but with 
. a little extra effort have been able 
to convey to the public a story on the 
various lines handled. 

“In and around the suburbs of 
New York there are many examples 


of hardware stores with small win- 
dows and good displays. In Rich- 
mond Hill, which is on the edge of 
the big city, there are the stores op- 
erated by A. M. Lubash & Son, Irving 
Tuthill, Herbert N. Heins and others. 
None of them have any more win- 
dow space than you have, but they 
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play sold a big stock of goods and 
the window space used was no larger 
than that which all of you have at 
your disposal. 

The Stroot Hardware Co., in 
Quincy, Ill., have small-sized win- 
dows and had two fine hunting 
windows in last month. One had a 
suggestion of a log cabin poking in 
from the side. Blankets, guns, shells, 
ammunition, alarm clocks, flashlights 
and camp lanterns were neatly ar- 
ranged around the cabin end. The 
other window had a rustic tripod 
from which was suspended a cooking 
kettle of the old fashioned black iron 
variety. It also had complete fishing 
outfits displayed with nets, rods, 
reels, tackle and bait pails. Both 
windows suggested fall and winter 
hunting and told the public that 
Stroot Hardware Co. had the neces- 
sary equipment for the trip. 


Featuring Ammunition 


“Way down in Broken Bow, Okla., 
the Broken Bow Hardware Co. re- 
cently used both of its small windows 
to advantage. One was devoted to 
shells, guns and ammunition set up 
before a cut-out furnished by two 
different manufacturers. The other 
showed a display of housefurnishing 
articles such as cut glass, reading 
lamps and dishes. In the corner of 



















The Broken Bou 
Hardware Co., 
Broken Bow, Okla., 
gained a@ maximum 
effect in a minimun 
of space Ammu- 
nition was featured 


exclusively 

















use the space they have to the best 
possible advantage and have made 
big profits in various departments by 
means of giving proper attention to 
careful display. They never crowd 


their windows and try to concentrate . 


on one thing so that the window car- 
ries a message on paint, or acces- 
sories or some other good line. 

“Up in Syracuse, N. Y., Burhans 
& Black recently had a picnic equip- 
ment display which featured vacuum 
bottles, lunch kits of all sizes contain- 
ing knives, forks, spoons and plates, 
and other picnic accessories. Each 
item shown had a price tag. The dis- 


the window a large household plant 
has been set giving the idea of items 
for the home. 

“T have cited these examples as the 
best way to impress upon you that 
it is not the size of your windows, 
nor the population of your town but 
entirely yourself. It is more impor- 
tant to dress small windows carefully 
than it is to try to build larger ones. 
Make the most of the space you have 
and you will find that the effort pays 
very large profits.” 

No further comment was made 
and the crowd applauded as Burke 
resumed his seat. 
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Tool Sales Increased by Window Displays 


Tools Are the Backbone of the Hardware Business and Well 
Thought Out Displays Are Bound to Increase Their 
Sale—Three Worth While Suggestions 


sold by the Strong Hardware 

Co., New Brunswick, N. J., in 
less than three weeks as the result 
of a window display of tools arranged 
by Charles S. Conover. Frank Dur- 
ham, manager of the company, found 
it necessary to re-order hand saws 


O's hundred hand saws were 


dow designer and the sales force of 
the Strong Hardware Co. may well 
be proud, 


A Well Arranged Display 


The display was neatly arranged 
and the tools were grouped so that 
one side of the window held breast 


~ 


details. Its value may be judged by 
its accomplishment. 

Another display that is shown 
herewith is worthy of more than or- 
dinary attention. It is a display of 
machinists’ tools in the window of 
Reilly Bros. & Raub, Lancaster, Pa. 

Machinists’ tools constitute a line 

















This window of the Block Hardware Co., New York City, is designed to attract the transient trade and makes an impression 


by reason of the wide variety of tools exhibited 


twice during the time that the dis- 
play was shown. 

The Strong Hardware Co. turns 
over a $5,000 stock of tools three 
times a year. Ordinarily, however, 
the number of hand saws sold during 
a three week period would perhaps 
not exceed twenty-five. Consequent- 
ly selling 100 or more hand saws in 
less than three weeks, plus an in- 
creased turnover on all other tools, 
because they were displayed in a 
way that attracted attention, is an 
accomplishment worthy of emulation. 
It is something of which the win- 


drills, taps and dies and other me- 
chanics’ tocls. On the other side of 
the window hand saws, planes, screw 
drivers, bits and augers, and carpen- 
ters’ tools genera ly were displayed. 

The tools were arranged on a 
series of steps which were supportcd 
by 1x2 uprights which were bolted 
to the floor of the window with ordi- 
nary carriage bolts. The steps were 
light pine, stained chestnut brown. 
Hooks and eyes held them in place. 
Each tool was attached to the boards 
and was held in place by two brads. 

The display needs no further com- 
ment. You may see for yourself the 
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which taxes the ingenuity of the dis- 
play designer. ‘They lend themselves 
admirably to effective and pleasing 
disp ay inside the store. When they 
are seen in a glass show case ar- 
ranged with appropriate precision 
they add grace and dignity to any 
establishment. 

It is, however, a different matter 
to display them as well in a store 
window. In themselves they take up 
a comparatively small amount of the 
window and their value as a display’ 
is often lost. As a result the panel 
method is about the only clear cut 
way of shcwing them so that they 
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Reilly Bios. & Raub, Lancaster, Pa., displayed precision tools effectively by mounting 
The result is both compelling and artistic, as you can readily see by this illustration 


will attract attention. Some dealers 
are so situated that the only way 
they can use panes is to place them 
against the walls inside their win- 
dows which leaves the rest of the 
window virtually bare. 

Reilly Bros. & Raub overcame this 
by using easels which they were able 
to stand up anywhere in their win- 
dow. The result is seen in the photo- 
graph. The three easels are sur- 
mounted with photographs. The 
central one shows a photograph of 
the Brown & Sharpe Manufacturing 
Co. factory at Providence, R. I. The 
easel to the right of the central 
panel shows a photograph of the 
tools in the process of manufacture. 
The photograph on the easel at the 
other end shows some of the pre- 


cision tools in use by machinists and 
draftsmen. A scattering of tools on 
the floor of the window and on ped- 
estals and the absence of any glaring 
signs, which would inevitably detract 
from the dignity of a display of this 
kind, makes a concentrated display 
that has every quality to recommend 
it. It is thoroughly in keeping with 
the balanced dignity of precision 
tools. 

The other display showing an as- 
sortment of tools is the window of 
the Bioch Hardware Co., 1311 Third 
Av.nue, New York. It is primarily 
of the type arranged to attract the 
int.rest of a transient trade. 

Many New York hardware dealers 
have long ago come to the conclusion 
after many experiments, that one of 


them in symmetric fashion upon easels. 


the most effective disp'ays they car 
use is that of the crowded window. 
They have found that people like to 
stop before a window display that 
shows a wide variety of different ar- 
ticles. The reason for this is claimed 
to bé that people like to pick out 
from the display things they want. 

These three displays each featur- 
ing too!s and each one entirely dif- 
ferent from either of the others show 
admirably the possibilities for dis- 
play that tools of all kinds offer. 
Tools have an appeal to all and they 
enable the hardware dealer to dis- 
play a line of goods that is the back- 
bone of the hardware business, and 
a line moreover that does not get as 
much display attention in many 
p.aces as it should. : 

















An extensive assortment of tools was recently featured by the Strong Hardware © 
were displayed upon steps built for the purpose. 


o., New Brunswick, N. J. The tools in question 
Charles 8. Conover was responsible for this business-getting windo 
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Featuring the Human Side of Merchandising 


Hardware Stores Would Do Well to Emphasize 
This Quality in Displays—Attractive Window 
of Warren County Hardware Co. 


HE show window that wins is 
the one that stirs up in the 
mind of the person who views 
it a desire for the merchandise dis- 
played. There is nothing mysteri- 
ous about it whatever. It usually 
represents considerable thought and 
quite a little hard work on the part 
of the display man, but it makes the 


evidently a live one. The display is 
one that would attract favorable at- 
tention and comment in the biggest 
city of our country, mainly because it 
has that appeal no lover of the great 
out-doors can resist. 

The scene presented is that of the 
interior of a hunter’s cabin, and the 
portrayal is both realistic and dis- 


terns are leaned against the wall. On 
the chair in front of the grate rests 
a gun and cleaning rod, while the oil, 
gun grease, wiping rag, etc., are 
grouped on the floor within easy 
reaching distance. The lantern and 
the empty shell boxes give a further 
touch of realism to the scene. 

The lure of such a window display 

















This attractive display of the Warren County Hardware Co., Bowling Green, Ky., has a decided appeal to the outdoor man 


most valuable space in a store pay 
its proper rental and profit. 

Some merchants’ harbor’ the 
thought that a good show window is 
a city proposition, and not applicable 
to the smaller towns. That is an 
error. The good show window in 
the small town pays a bigger per- 
centage of profit than a similar one 
in the city, because it has less com- 
petition. It stands out more promi- 
nently, and is more talked about. 

The attractive window shown here- 
with was recently installed in the 
store of the Warren County Hard- 
ware Co., Bowling Green, Ky., not 
an exceptionally large town, but 


tinctive. The interior is lined with 
rough bark-covered slabs to repre- 
sent a log cabin, and the general idea 
is still further carried out in the 
large stone fireplace in the rear, with 
its andirons, Dutch oven and other 
accessories. Over the mantel hangs 
a mounted deer head, flanked by two 
American flags. On the mantel 
proper we note a huntsman’s horn, 
his pipe and tobacco, a can of gun 
oil, and a box of shells. Over the 
door are hung a rifle and a gun case, 
while hunting togs hang from pegs 
on the wall. On the rough seat near 
the fireplace a sweater is thrown 
carelessly, and guns of various pat- 
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is tremendous. It stirs up thoughts 
of the wild country, of big game and 
of days in the open. It brings to 
mind the cozy evenings in camp. At 
the same time it suggests the need of 
those things dear to the heart of the 
sportsman. Hardware stores gener- 
ally need more such windows; more 
displays that feature the human side 
of merchandising; that deal with 
man’s pleasures and appeal to his 
desires. Any line of merchandise 
can be displayed in an equally at- 
tractive manner and can hold an 
equally strong appeal. Your windows 
are your invitations. Why not make 
those windows winners? 
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EDITORIAL COMMENT 


His MAJESTY THE CUSTOMER 


HE customer is the retail merchant’s 

most valuable asset. Without him there 

would be no business. His existence 

alone makes merchandising possible. 
On the threshold of a new year the importance 
of the man who buys cannot be too strongly 
emphasized. 

But the customer, while primarily an asset, 
is often more or less of a problem as well. How 
to obtain customers, and how to keep them are 
two questions ever present in the mind of the 
practical merchant. Too often the question of 
getting overshadows that of keeping. 

It is a significant fact that the average mer- 
chant will devote a maximum of time, money 
and energy to the winning of new customers, 
but will expend only a minimum of cash, ability 
and effort to holding his old customers in the 
fold. The reason for such an attitude is diffi- 
cult to find. Certainly the man who has already 
formed the habit of purchasing his wants at 
your store is more worthy of consideration than 
the one whose business is purely prospective. 

In the great majority of cases customers who 
transfer their buying from one merchant to an- 
other do so because of some absurdly small griev- 
ance, real or fancied. In almost every instance 
the matter could be quickly and satisfactorily 
adjusted if the merchant could but know and 
take advantage of his opportunity. 

In a certain western town there is a hardware 
merchant who insists that his employees refer 
to him every complaint on the part of a cus- 
tomer, no matter how trivial that complaint 


may be. By prompt and courteous attention he 


is able to satisfactorily adjust practically every 
grievance. His system retains his old customers 
and attracts new ones. 

tion he has solved both. 


[In answering one ques- 


The prospective buyer is at best but raw ma- 
terial. The old customer is more like the finished 
product. The longer he remains a customer the 
greater his value. 

Most merchants pay too little attention to the 
easy customer—the man to whom sales are made 
with little effort. They fail to realize that their 
easy customers may prove equally easy to their 
competitors. The so-called easy customer de- 
serves even more courteous, considerate treat- 
ment than the one whose business has to be pried 
from him. 

When a customer quits, the merchant is prone 
to blame his local competitor or the mail-order 
house. In fact, he blames everyone but the real 
culprit—himself. 

The customer may not always be right, but 
it must be conceded that he believes he is right, 
which is practically the same thing from a busi- 
ness standpoint. Nine out of every ten persons 
are influenced in their buying by their feelings, 
and not by logic or prices. Their personal liking 
for a merchant, his salesmen and his store means 
more to them than his stock or his systems. 

The customer is human—that is why he is a 
problem. He wants to be treated 
friendly manner. He wants to be known, to be 
remembered, to be individualized. 
chant really knows his customers as individuals, 
they cease to be problems, and take their proper 


in a human, 


When a mer- 


place as gilt-edge business assets. 
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Pittsburgh Hardware 
Association Elects Officers 


The annual meeting of the Pitts- 
burgh Retail Hardware Dealers Asso- 
ciation was held in the Hotel Chatham, 
Pittsburgh, on Friday evening, Decem- 
ber 16, the meeting date having been 
moved forward one week on account of 
the Christmas holiday. A dinner ten- 
dered by the members was _ served, 
after which the address of the evening 
was made by Oliver A. Lanchantin, 
Pittsburgh manager for Oliver Broth- 
ers, Inc., of New York City. 

Mr. Lanchantin was followed by Rob- 
ert A. Walker, Pittsburgh editor of 
HARDWARE AGE, who made a brief ad- 
dress. He was followed by A. C. Bih- 
ler, vice-president of the James C. 
Lindsy Hardware Co., who in his re- 
marks suggested strongly that the re- 
tail hardware dealer be very careful 
in making his inventory this year and 
deduct in his prices, all reductions 
made in the goods in his inventory that 
have been made by the manufacturers 
since the goods were put in stock. This 
reduction can be made, under the law, 
only up to December 31, and if done, 
will reduce just that much the amount 
of taxes that the dealers will have to 
pay to the Government in 1922. In 
other words, Mr. Bihler urged that the 
reta:ler use in his inventory, replace- 
ment prices instead of prices that the 
goods cost. 

Sharon E. Jones, secretary of the 
Pennsylvania & Atlantic Seaboard 
Hardware Associat:on, was also pres- 
ent and outlined the plans that are 
being made for the annual convention 
of that association to be held in Phil- 
adelphia February 13-17, 1922. He re- 
ported that about 90 per cent of the 
exhibition space in the Commercial Mu- 
seum had already been taken. 

An election of officers for the Pitts- 
burgh Association for the year 1922 
was then held, resulting in the selec- 
tion of Hugh F. McKnight of the Sam- 
uel McKnight Hardware Co, N. S. 
Pittsburgh, as president; Theodore 


Backoefer, treasurer, and C. W. Scar- ' 


borough, secretary. Mr. Scarborough 
has served as secretary of the Pitts- 
burgh Association since it was organ- 
ized twelve years ago. 


John Bindley Passes Away 


John Bindley, chairman of the Pitts- 
burgh Steel Co., Pittsburgh, former 
president of the National Hardware 
Association and for more than fifty 
years identified with the hardware and 
steel industries, died at his winter 
home, El Jardine, Miami, Fla., Dec. 16, 
death being due to disabilities.of age. 
Prior to becoming chairman of the 
company, Mr. Bindley had been _ its 
president, having been elected in 
March, 1919, to succeed the late Wal- 
lace H. Rowe. 

Mr. Bindley was born in Pittsburgh 
seventy-five years ago and had always 
lived in that city, his larger interests 
always having been centered in the 
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Pittsburgh district. At the age of six- 
teen he entered the employment of 
John England, who conducted a hard- 
ware store and file factory in Liberty 
Street, near Ninth Street. Upon reach- 
ing his majority, he became a partner 
in the business, under the firm name of 
John England & Co., which later was 
changed to England & Bindley. A few 
years later Mr. Bindley purchased the 
interest of Mr. England, and the firm 
name was cnanged to the Bindley 
Hardware Co. The company was liqui- 
dated in 1910. 

While engaged in the hardware busi- 
ness, he became interested in manufac- 
turing, first in the Neely Nut & Bolt 





John Bindley 


Co., of which he was president at the 
time of his death, and in 1901 in the 
Pittsburgh Steel Co., of which he was 
one of the organizers and an original 
director. Upon the death of his 
brother, Edwin Bindley, in 1906, he suc- 
ceeded him as vice-president of that 
company. 

He was also one of the organizers 
and a director of the Pittsburgh Steel 
Products Co. For many years he had 
been connected with the Duquesne Na- 
tional Bank, of which he was president 
at the time of his death. He was also 
a vice-president of the Dollar Savings 
Bank, Pittsburgh, and a truste2 of the 
Allegheny Cemetery. Mr. Bindley 
served several terms as president of the 
Pittsburgh Chamber of Commerce, and 
was a former president of the National 
Hardware Association. 

He is survived by one son, Edward 
H. Bindley, and a daughter, Mrs. 
George Davidson, Los Angeles, and 
three grandsons, also a sister, Mrs. 
Mary B. McMillin, Pittsburgh. He was 
a member of the following clubs: Du- 


quesne, Union, Oakmont Country, 
Pittsburgh Country, Pittsburgh Golf 
and Pittsburgh Athletic Association, 


Pittsburgh; Bankers’ Club of Pitts- 
burgh, Automobile Club of Pittsburgh, 
Bankers’ Club of America, Automobile 
Club of America, New York Yacht 
Club, Biscayne Bay Yacht Club, and 
Miami Motor Club. 


Thomas Hoope, Jr., has resigned as 
general manager of the Wilcox, Crit- 
tenden & Co., Middletown, Conn. 
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San Francisco Merchants 
Exchanging Information 


Retail merchants of San Francisco, 
Cal., have devised a plan for the ex- 
change of trade information that has 
been placed in successful operation in 
several lines and which will be ex- 
tended to other branches of reta:l en- 
deavor as rapidly as possible. No 
longer are they compelled to make 
«uesses as to the general condition of 
business in various lines or in regard 
to their own standing. 

The exchange plan which has been 
adopted is being operated through the 
Reta:! Merchants’ Association, an or- 
ganization formed during the past year 
which includes in its membership 
twenty-three distinct retail trade as- 
sociations. Merchants taking part in 
the trade information exchange plan 
send reports on blanks arranged for 
the purpose to the main office of the 
federation at set intervals, generally at 
the close of a month. At present this 
information consists of a statement of 
the gain or loss in the volume of busi- 
ness during the past month as com- 
pared with that of the preceding month. 

In speaking of the plan, C. W. Bry- 
ant, managing director of the associa- 
tion, said: “The service is in no par- 
ticular a price fixing or price exchange 
proposition. In fact, price is not con- 
cerned in the plan at all. We believe 
that it will be of great value in en- 
abling merchants to check up on their 
business by showing each the business 
conditions prevailing in their line of 
trade. The individual dealer will be 
enabled to judge whether his business 
is normal, subnormal or abnormal. 
Where his average falls below that of 
the group as a whole he will be en- 
abled, by tracing the reason for the de- 
cline, to improve his own position.” 

After the individual reports are re- 
ceived at the oflice of the Retail Mer- 
chants’ Association, they are tabulated 
and a copy of the complete report 
mailed to every firm taking part in the 
exchange plan. The names of the firms 
are eliminated, but individual mer- 
chants at once recognize their own fig- 
ures and are enabled to tell at a glance 
whether they are securing as satis- 
factory results as others in the same 
business. 


Cleveland Club Elects 


The Hardware Club of Cleveland 
which was recently organized, has ef- 
fected a permanent organization with 
the. following officers: President, E. 
R. Porch, Cleveland Metal Products 
Co.; first vice-president, A. L. Osborne, 
Kinney & Levan Co.; second vice-presi- 
dent, Louis Webber, George Worthing- 
ton Co.; treasurer, P. G. Wuertz, re- 
tailer. The above officers with Harry 
B. McGrath, Charles Rehburg, Frank 
M. Potter and Frank J. Pecoc, Jr., re- 
tailers, and A. E. Coleman of the Wm. 
Bingham Co., and Harry Hutchison of 
the Luetkemeyer Co., comprise the 
board of directors. Henry P. Bradford 
is secretary. 
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Campaign for Elastic Tariff Is Launched 


President Harding’s Suggestion Takes Concrete 
Form— Protectionists Question Constitution- 
ality —Soldiers’ Bonus Looms 


WASHINGTON, D. C., Dec. 26. 


DMINISTRATION leaders in 
A Congress will launch a move- 

ment immediately after the holi- 
day recess designed to bring about the 
most radical departure in tariff legis- 
lation that has been attempted in the 
last half-century. A determined effort 
will be made to incorporate in the pro- 
jected revision President Harding’s 
plan for an elastic tariff that can be 
employed not only to meet the ex- 
traordinary conditions now prevailing 
throughout the industrial world but 
that will enable the Treasury Depart- 
ment, without resorting to Congress, 
to provide against any emergency like- 
ly to arise during the next half-dozen 
years. 

To say that the administration lead- 
ers have tackled a big job is to put it 
mildly; in fact, compared with the pro- 
jected task the substitution of Ameri- 
can valuation for foreign market value 
as a basis for import duties is a mere 
summer afternoon’s pastime. That the 
proposed innovation will be carefully 
planned and energetically urged upon 
both houses is guaranteed by the rec- 
ords of the men who have undertaken 
the job. 


Would Take Tariff Out of Politics 


Every tariff revision campaign un- 
dertaken since the early ’80’s has been 
preceded by a declaration of a deter- 
mination on the part of the leaders of 
the dominant party in Congress to 
“take the tariff out of politics.” In 
every case, however, this declaration 
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has been forgotten in the face of the 
political exigencies which have always 
arisen, and the resultant revision has 
been a four-square partisan measure, 
frankly protective or squinting at free 
trade, according to the party bias of 
the majority leaders. 

In recent years there has been con- 
siderable talk of an elastic tariff which, 
while framed in accordance with the 
economic views of the dominant party 
in Congress, would delegate to the Ex- 
ecutive such discretion in the raising or 
lowering of rates as would make it un- 
necessary to appeal to Congress for 
changes to meet emergencies that 
might arise from time to time. Some 
progress in this direction has _ been 
made in the past in the formulation of 
a basis for the negotiation of reciproc- 
ity treaties but, notably in the case of 
the abortive attempt to make a recipro- 
cal trade pact with Canada in the Taft 
administration, these efforts have pro- 
duced little in the way of practical re- 
sults. 


Will Congress Delegate Authority? 


The obstacle in the way of this tariff 
legislation is the jealousy of the ma- 
jority leaders of their most important 
prerogative, namely, absolute control 
over the rates of duty of the tariff law. 
No Czar of all the Russias ever exer- 
cised power equal to that wielded in the 
old days by such men as McKinley, 
Dingley, Aldrich and others, who by a 
scratch of a pen could make or break 
the most powerful industry in our 
broad country. 
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Any plan for an elastic tariff neces- 
sarily involves the delegation to some 
branch of the Executive of the dearly 
prized prerogative of fixing the cus- 
toms duties on all forms of imported 
merchandise. This is why it is going 
to prove the biggest kind of a job to 
put through a scheme along the lines 
of President Harding’s suggestion. 

Many people who read the Presi- 
dent’s message delivered to Congress 
at the opening of the current session 
were deceived, by the general terms in 
which the President referred to the de- 
sired innovation in tariff construction, 
into believing that his views on the 
subject were rather nebulous and would 
not be likely to be reduced to concrete 
form in time for consideration in con- 
nection with the pending revision. They 
should promptly change their minds. 

Not only does Mr. Harding know ex- 
actly what he wants in the shape of an 
elastic tariff, but no less influential a 
member of the Senate than Reed 


Smoot, ranking Republican on the 
Finance Committee, has adopted the 
President’s views and reduced them to 
the concrete form and to the cold type 


of a formal Senate amendment to the 
pending tariff bill. So important to 
every business man is this matter that 
I will quote Senator Smoot’s proposals 
in full. 


Harding-Smoot Amendments 


They are in alternative form because 
of the uncertainty now prevailing as to 
whether the American valuation plan 
written into the pending bill by the 
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House shall be retained or abandoned. 
In the event that the American valua- 
tion scheme is discarded, Section 1 of 
the Smoot amendment would read as 
follows: 

“Sec. 1—That in the case of mer- 
chandise which is subject to an ad va- 
lorem duty or to a duty based upon or 
regulated in any manner by the value 
thereof, if the President shall find by 
reason of the depreciation of the cur- 
rency or other unstable conditions in 
the country of origin of such merchan- 
dise that the value as defined in Section 
402, Title IV, of this act is not a cer- 
tain basis for the assessment duties, 
he may direct and proclaim that any ad 
valorem rate of duty, or any duty based 
upon or regulated in any manner by 
the value of such merchandise, shall be 
levied, collected and paid upon the 
wholesale selling price of such or simi- 
lar products in the principal market or 
markets of the United States at the 
time of exportation of the imported 
merchandise: Provided, however, that 
in such cases said duties may be in- 
creased or decreased in accordance with 
Section 1, and thirty days after the 
date of said proclamation such im- 
ported merchandise shall be thus valued 
for the purpose of the assessment of 
duties.” 7 

Based on American Valuation Plan 

Should the American valuation plan 
be retained, however, Senator Smoot 
would provide for an elastic tariff by 
delegating certain functions to the Ex- 
ecutive in accordance with the follow- 
ing provisions: 

“Sec. 2.—That it shall be the duty of 
the President to ascertain differences in 
conditions of competition in trade of 
such or similar products in the United 
States and competing foreign countries 
which will enable him to find what 
rates of duty upon imported merchan- 
dise will equalize any differences which 
he may find to exist in favor of foreign 
producers in marketing such products 
in the United States; that in determin- 
ing such differences the President may 
take into account prices at which such 
or similar products are sold in the 
United States and competing foreign 
countries, wages, prices of materials 
and other items in costs of production 
of such or similar products in the 
United States and competing foreign 
countries, and any advantage of domes- 
tic and foreign producers in competi- 
tive trade; that upon the ascertainment 
of such information the President may 
proclaim any changes in classification 
provided for in this act, or such increase 
or decreases in any rate of duty as he 
shall determine will equalize such dif- 
ferences in the markets of the United 
States, and thirty days after the date 
of such proclamation all such changes 
in classification shall take effect and 
all such increased or decreased rates of 
duty shall be levied, collected and paid: 
Provided, That the total increase or de- 
crease of such rates shall not exceed 50 
per centum of the rates provided in 
this act until further provided by law. 

“Sec. 3.—That in the case of dutiable 
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merchandise which is imported directly 
or otherwise from a country whose cur- 
rency has depreciated more than 5 per 
centum from the value of the pure 
metal of its standard coin, if the Presi- 
dent shall find that competitive advan- 
tages are accruing to producers in such 
countries because of such depreciation, 
he shall determine the duties which will 
respectively equalize such competitive 
advantages and shall proclaim a list of 
products thus affected and such respec- 
tive equalizing duties applicable there- 
to, and thirty days after the date of 
such proclamation there shall be levied, 
collected and paid, in addition to the du- 
ties otherwise provided, such equaliz- 
ing duties not exceeding 50 per centum 
of the value of the respective imported 
articles; that the President may, in de- 
termining such equalizing duties, take 
into account prices at which such or 
similar products are sold in the United 
States and competing foreign coun- 
tries, wages, prices of materials and 
other items in the costs of production 
of such or similar products in the 
United States and competing foreign 
countries and any advantages of do- 
mestic and foreign producers in com- 
petitive trade: Provided, That the 
President may modify such equalizing 
duties or remove products from said 
list when he shall determine that the 
competitive advantages have changed 
or no longer exist which led to the in- 
clusion of such products in said list. 


May Investigate Competitive 
Conditions 


“Sec. 4.—That when, in his judg- 
ment, the public welfare may require, 
the President shall direct that investi- 
gation be made of the conditions affect- 
ing competition in the American mar- 
ket between foreign and domestic pro- 
ducers of any article or articles. In 
such investigation account shall be 
taken of the wholesale market prices 
at which said articles are sold or freely 
offered for sale, the wages and other 
production costs which may appear, 
and any advantages of domestic and 
foreign producers in competitive trade. 

“When the President shall find from 
such investigation that the duties fixed 
in this Act do not equalize the advan- 
tages of competing domestic and all 
foreign producers of any article or ar- 
ticles, he shall proclaim a list of such 
articles, together with such changes in 
classification and such increase or de- 
crease of the duties on any or all of 
the articles, or in case of advantages 
due to the depreciation of foreign cur- 
rency and variations in any duty or 
duties on similar articles, enumerated 
in said list as he finds will equalize such 
advantages; and when he shall find 
that by reason of the depreciation of 
foreign currency, or by reason of un- 
certain conditions in the-market of the 
country of origin of any article or ar- 
ticles enumerated in such list, that 


value in the market of such country is 
not a stable basis for the assessment 
of duties, he may direct and proclaim 
that any ad valorem duty or any duty 
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based in whole or in part on value 
levied upon such article or articles, 
shall be assessed upon the wholesale 
selling price of such or similar prod- 
ucts in the principal market or markets 
of the United States at the time of im- 
portation of the imported merchandise; 
and thirty days after the date of such 
proclamation such changes in classifi- 
cation or variation in any duties or in 
the basis of assessment shall take effect 
and such increased or decreased duties 
shall be levied, collected and paid on 
such articles when imported directly or 
otherwise from the country of origin 
into the United States: 

“Provided, That the total increase or 
decrease of such duties shall not exceed 
50 per centum of the duties fixed in 
this Act until further provided by law. 
The President may at any time by 
proclamation modify or revoke any 
such prior proclamation in whole or in 
part.” 


Opposition from High Protectionists 


While the Smoot project is sufficient- 
ly radical to cause oldtime, rock ribbed 
protectionists to turn in their graves, it 
is already claimed that Chairman 
Fordney of the Ways and Means Com- 
mittee and Chairman Penrose of the 
Finance Committee regard it with con- 
siderable favor. Ten years ago neither 
of these men would have given it a mo- 
ment’s consideration. The world moves. 

Sticklers for constitutionality are in- 
sisting that Congress has no power to 
delegate to the President such compre- 
hensive discretion in the way of chang- 
ing tariff rates from time to time as is 
proposed in the Smoot project. The 
best constitutional lawyers, however, 
are of the opinion that the Supreme 
Court has already sustained the au- 
thority’ of Congress in such matters 
and that the Smoot project does not 
go further in principle than the reci- 
procity provisions of recently enacted 
tariff laws. 

But whatever the outcome, we are 
in for a battle royal and he is 
a brave man who would predict the 
enactment of the new tariff law before 
neft May. 


Bonus Legislation to Be Pushed 


The presentation in the House of 
new soldiers’ bonus bills has sent an- 
other train of cold chills up and down 
the spine of American business. The 
evident determination of influential 
men in both Houses to put through a 
radical measure of some kind fully jus- 
tifies the current feeling of anxiety. 
The country has hardly digested the 
provisions of a comprehensive internal 
revenue revision law, and yet we are 
on the brink of another taxation cam- 
paign, facing once more every one of 
the dangers in the way of radical legis- 
lation we have just escaped. 

The most alarming bogey now on the 
skyline is the resurrection of the sales 
tax to provide the necessary revenue 
for the “adjusted compensation” ex- 
soldiers are to receive under the pro- 
jected bonus bill. Mr. Fordney declared 
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several months ago that he was reserv- 
ing the sales tax for this particular 
purpose and whether he is still of the 
same mind or not, there is no doubt 
other influential members of the House 
will insist upon this method of securing 
funds to meet the heavy drafts that 
will be caused by this legislation. 

But already the House agricultural 
bloc has declared against any plan for 
a sales tax as a means of raising the 
revenue to pay a soldiers’ bonus. The 
formal ultimatum to this effect was 
issued a few days ago by Representa- 
tive Dickinson of Iowa, a prominent Re- 
publican, who undoubtedly speaks for 
the bloc. 


Attitude of Agricultural Bloc 


“We shall not interfere with the 
bringing out of the bonus bill,” says 
Mr. Dickinson. “That is the province 
of the Ways and Means Committee, 
and Chairman Fordney has promised 
that it will be done early in the present 
session. 

“It may as well be understood, how- 
ever, that we will not permit the money 
for the soldiers’ bonus to be raised by 
a sales tax. Such legislation would 
merely be the entering wedge that 
would ultimately result in the extension 
of the sales tax plan to meet other rev- 
enue requirements.” 

Realizing that some _ constructive 
suggestion must be made to the House 
leaders to head off a sales tax, the agri- 
cultural bloc managers declare they 
will offer half a dozen forms of taxa- 
tion which they are confident the pub- 
lic will prefer to a sales tax. Among 
these are taxes on gifts, higher inheri- 
tance taxes, and taxes on so-called 
“community property,” a new form of 
Federal tax. It is also proposed to 
boost rates on alcoholic liquors of all 
kinds, although the prohibition law has 
almost entirely destroyed the produc- 
tivity of this class of impost. There is 
some sentiment in favor of Secretary 
Mellon’s plan legalizing under heavy 
tax the production of beer and light 
wines. 

Nearly every alternative proposition 
suggested by the agricultural bloc in 
lieu of the sales tax was considered 
during the discussion of the recently 
enacted internal revenue revision law; 
nevertheless, Mr. Dickinson believes 
they will all stand a better chance of 
adoption than a sales tax. 


Heavy Shrinkage in Foreign Trade 


Congressional leaders responsible for 
an adequate amount of revenue upon 
which to run the Government are look- 
ing a bit worried these days. Their 
anxiety is due in a measure to the 
heavy shrinkage in both imports and 
exports, as indicated by the returns for 
November compiled by the Bureau of 
Foreign and Domestic Commerce. These 
figures show a loss of more than 50 per 
cent in imports for the eleven months 
ended November, 1921, as compared 
with the corresponding period of a year 
ago, and of nearly 45 per cent in our 
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exports to foreign countries. 

For the eleven months of 1920 our 
imports were valued at no less than 
$5,012,000,000, while for the corre- 
sponding period of the current calendar 
year they were only $2,272,000,000, a 
loss of $2,740,000,000. Our exports are 
in bigger figures but the ratio of de- 
cline is almost as great. For the 
eleven months of 1920, the total ship- 
ments aggregated $7,507,000,000, while 
for the corresponding period of 1921 
they were only $4,191,000,000, a loss of 
$3,316,000,000. 

Here we have a substantial decrease 
in our favorable trade balance, a heavy 
falling off in our exports and such a 
shrinkage in imports as to seriously 
affect the customs revenue therefrom. 

Rarely has the Interstate Commerce 
Commission undertaken a more impor- 
tant investigation than that begun dur- 
ing the past week concerning freight 
rates and passenger fares to determine 
what will constitute a “fair return” to 
the railroads from and after March 1, 
next, under Section 15a (3) of the In- 
terstate Commerce Act. The inquiry 
will be a sweeping one, and will in- 
clude an exhaustive discussion of terri- 
torial rate structures as well as the 
rates on specified commodities and de- 
scriptions of traffic. 

Under the latter heading it is prob- 
able that import and export rates will 
be considered, and the whole may thus 
have a far reaching effect on our for- 
eign commerce. Many claim that the 
present level of rates hampers the ex- 
port of some commodities, and if these 
contentions are sound, our foreign trade 
should be grealty stimulated if the 
commission decides to order a general 
downward revision of rates or the es- 
tablishment of favorable export rates. 

The railroad managers are now en- 
gaged in submitting their views, but 
generally speaking they are in opposi- 
tion to any substantial reductions un- 
less accompanied by material decreases 
in wages of railroad labor. On Jan. 9, 
and for a reasonable period thereafter, 
representatives of shipping interests 
will be heard. Following is an infor- 
mal schedule of the questions to be dis- 
cussed at the hearing: 


Matters to Be Investigated 


1. Are the present rates reasonable 
in the aggregate, either in the country 
as a whole, or in the several territorial 
rate groups? Are the rates on specified 
commodities or descriptions of traffic, 
including passenger, reasonable? If 
not, to what extent are they unreason- 
able? 

2. To what extent are the respond- 
ents realizing the return contemplated 
by Section 15a of the Interstate Com- 
merce Act, and what are the prospects 
for the future? 

8. To what extent have operating ex- 
penses been reduced since Aug. 31, 
1920? 


4. (a) How do fuel contracts and 


costs now current compare with those 
in effect on Aug. 31, 1920? When do 
such contracts expire? 


To what ex- 


tent are contract prices conditioned on 
wage scales? What part of the cost of 
fuel is for transportation? 

(b) The same questions as to loco- 
motives, cars, rails, ties, and other ma- 
terials and supplies. 

5. To what extent have rates been 
(a) further increased, and (b) reduced, 
since the general increase of 1920? 

6. (a) What increase in gross and 
net operating revenues, absolutely and 
on a percentage basis, has resulted 
from the increases authorized in ex 
parte 74? 

(b) What decrease in gross and net 
operating revenues (1) has _ resulted 
and (2) may be expected to result from 
reduced rates which have become effec- 
tive Aug. 25, 1920? 

(c) What changes have been made 
in the volume of traffic since Aug. 31, 
1920, and what are the prospects for 
the future? What has been the effect 
of rate changes upon the volume of 
traffic since that date? 

7. What readjustments, if any, fel- 
lowing increased rates, 1920, have not 
been but should be effected? 

8. To what extent, if any, has main- 
tenance of road and equipment been 
curtailed since Aug. 31, 1920? What 
is the present condition of road and 
equipment? 

9. What amounts have been expended 
since Aug. 31, 1920, for additions and 
betterments, including equipment which 
under the prescribed accounting sys- 
tem are chargeable to capital account? 
What amounts are needed or will be 
needed in the immediate future for 
such expenditures, in the public inter- 
est based (a) on present volume of 
traffic and (b) on volume of traffic un- 
der normal conditions? 


How May Income Be Increased? 


10. What are the relative degrees of 
profitableness of the freight and pas- 
senger services, respectively ? 

11. To what extent can net income 
be increased by enhanced economy and 
efficiency in management? 

12. If rates are found to be un- 
reasonable in the aggregate in the 
country as a whole or in one or more 
territorial rate groups, (a) should a 
general reduction in all rates be re- 
quired, or (b) should readjustment be 
required in the rates on specified com- 
modities or descriptions of traffic? 

If rates are found to be reasonable 
in the aggregate, but unreasonable on 


specified commodities or descriptions of 





traffic, what readjustment should be 
required ? 
13. What should be the rate of return 


after March 1, 1922? 


The Vapo Stove Co., Lima, Ohio, has 
completed a plant for the manufacture 
of oil stoves which will be equipped 
with a new type of burner. The com- 
pany was recently organized with 
capital stock of $500,000. 
Kaufman is president 


is general manager 


Joseph z 
and Fred Ash 
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Utilizing a Special Demonstration to Tell the Story of the Fireless 
Cooker—Unique Combination Sale Offer—Visualizing Big Coal Bills 


A Quarter Century Anniversary Ad 


No. 1 (2 cols. x 5 in.) 

The ad- reproduced below was sent 
us by the Danbury Hardware Co., Dan- 
bury, Conn. In brief fashion it an- 
nounces the fact that the company has 
reached the quarier century milestone 
and the copy attributes the firm’s suc- 
cess to faithful service. The store and 
its stock are offered as proof that gen- 
uine service pays. 

While this is a very effective little 
ad, we suggest that a quarter century 
in business is an event justifying a 
generous use of space. If larger ads 
have not been already planned, the 
matter certainly should come up for 
immediate consideration. Anniversary 
announcements carry great we:ght with 
readers for behind them is the concrete 
proof that the advertiser has success- 
fully served his patrons. 


An Interesting Offer 


No. 2 (3 cols. x 8 in.) 

This ad was sent us by the Gross 
Hardware Co., Milwaukee, Wis. It is 
a departure from the usual sales ad, 
inasmuch as it offers free another arti 












Hardware 


D anbury Company. 


| Om@bury’s Greatest Store. 
We Are 

25 Years Old 
TO-DAY 


For twenty-five years past it bas beem our en- 
deavor to faithfally serve our costomers in every way. 
How well we have succeeded can readily be jadged by 
our store and stock.’ We shall continue to meet your 

slued p.tronage with our slogan always in mind. 

QUALITY, SERVICE, PRICES 

HAVE GOT TO BE RIGHT. ‘ 
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1—Good copy, but insufficient space for 
an anniversary announcement 


































FREE! 


This Beautiful 
Boudoir Lamp 

















For a limited time only we 
will sell the Ilugro, a $65 
cleaner, together with this 
beautiful Jamp ati... c.0cs. 



















This beautiful hand decorated Bou- (* 
doir Lamp, a real work of art will be 
given FREE to every purchaser of the 


Hugro Suction Cleaner 


59" 


The IIugro Suction Cleaner has proven 1n its short career to be thor- 
oughly efficient and reliable, has such powerful cleaning qualities, 
is so substantially built and has given such good satisfaction that we 
are pleased ‘to stand back of every one we sell. 


6 


' Avail yourself of this opportunity now as we 
=} have only a limited supply of these lamps 

on hgnd and furthermore we may not be able to 
make this offer again for some time to come. 













DOWN 


And the balanee in con- 


venient monthly. pay- 
ments brings both the 


cleaner and lamp to your 
home. 














Hugro 


















Is the Most Has the 
Powerful Widest 
Suction Cleaning 
Cleaner 216-220- THIRD ST. Surface 








2—Everyone is desirous of obtaining two articles for the price of one whenever it is 


possible to do so. 


cle in addition to the main item fea- 
tured instead of playing up a price re- 
«duction. This angle of approach is 
“he pahagpenag appealing. It focusses atten- 


‘ion on a desirable addition to the home 
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This ad drives the price argument home in convincing fashion 


rather than upon a price figure. In 
reality, it is a combination sale, but 
by reason of the savings effected, it is 
advertised as a combination offer. 

The main objection to running many 
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Does Your Furnace 
Have a Big 
Appetite? 


GET A SKILLED WORKMAN 


‘‘BARKER'S TIN SHOP,’’ 

307 Carroll Street. Phone 3100. | 
Let us belp you locate your heating troubles. We can 
get parts for-any furnace. Estimates gladly given on new 
work. Our foreman will consult with you at your home. 
(No charge). Phone for appointment.‘ 


‘Barker, Rose & Clinton Co. \, 


ee, a 
3—This ad appeals to the man 
coal bills are heavy 





















whose 


sales of this character is that the free 
offer feature is apt to detract from the 
presentation of the main item. We 
suggest such combination offers be 
largely confined to items which do not 
involve either much money or much 
thought in their purchase. This ad, 
however, is well arranged and the text 
presents the story in an interesting 
manner. The saving in price as re- 
gards the cleaner lends ‘additional 
weight to the announcement, 


Visualizing a Furnace’s Appetite 


No. 3 (2 cols. x 7 in.) 

The Barker, Rose & Clinton Co., El- 
mira, N. Y., in their ad shown here- 
with succeeded in arousing a lively in- 
terest in coal bills and the means of 
cutting them down. The illustration 
and the heading make a strong appeal. 
Many a ‘eader will pause over an ad 
of this type where a conventional head- 
line, alone, on coal saving would not 
awaken a keen interest. 

The follow-up in the copy is spe- 
cially strong. The remedy pointed out 
may be applied quickly and easily. We 
recommend this ad to the hardware 
man who wishes to boost business for 
his shop. 


Making the Most of a Demonstration 


No. 4 (8 cols. x 8 in.) 

When the domestic science expert 
was due at the store of the Ballintine 
Hardware Co., Warsaw, N. Y., W. J. 
Ballintine, president of the firm, lost 
no time in cashing in on the visit. 

He immediately got this ad in the 
local paper, and then mailed a reprint 
of it together with a strong sales let- 
ter to the housewives of the town. 

The ad is a dandy. It is inviting to 
the eye and the text matter is full of 
information. Housewives no doubt read 
this copy with a great deal of interest. 
The first half tells of dishes not gen- 
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erally associated with a cooker, and the 
second half is an interesting presenta- 
tion of the individual features of the 
cooker, winding up with a cordial in- 
vitation to sample the things cooked. 
Surely, the phrase, “Proof of the pud- 
ding,” ete., fits this ad like a glove. 
The letter sent out in conjunction 
with the ad goes into greater detail 
regarding the demonstration and the 
installment plan of sales is outlined. A 
special point is made of the fact that 
attendance at the demonstration does 
not carry the slightest obligation. 


Comment on Recent Publicity 


The Christmas number of the “Queen 
City Hardware News” published by C. 
Y. Schelly & Bros., Allentown, Pa., 
comes to our desk and we think this a 
banner issue. Apart from special Xmas 
items, there are several pages devoted 
te such items as paints, enamels, saws, 
shovels, tools, etc. A feature page is 
“Gifts for the Motorist.” 

George Krause Hardware Co., Leb- 
anon, Pa., sent us an interesting Christ- 
mas drawing contest as well as sev- 
eral Xmas ads. The Christmas ads 
were specially interesting and well han- 
dled, and we are filing the contest an- 
nouncement for future presentation. 
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We are in receipt of Christmas ads 
from the following firms: C, H. Miller 
Hardware Co., Huntington, Pa.; In- 
gram & Davey, Oshawa, Ont., and 
John E. Larrabee Co., Amsterdam, N. 
Y. (store paper). This publicity was 
well handled and the ad of the Miller 
company is specially inviting. 

“Coleman-Grams” from the Coleman 
Lamp Co., Wichita, Kan., is before us, 
and if the hardware man the 
hints found in this monthly message 
from the dealer service department 
of the company, he will make his pub- 
licity reach the maximum of effective- 
ness in so far as Coleman lamps are 
concerned. The bulletin features mov- 
ing displays, window cards, movie 
slides, circulars and signs. 


uses 


Getting Quick Action 

For quick action, you can’t beat this. 
The store of the Liberty Hardware Co., 
Vincennes, Ind., was robbed a few 
weeks ago, and when the robbery was 
discovered it took just thirty minutes 
to set and print 300 multigraph let- 
ters, which were mailed to all hard- 


ware men in southern Indiana, inform- 
ing them of the robbery and offering a 
apprehension 


reward for the of the 


thieves. 























the Secrets of 





Did you know that you could bake 
beautiful pies, cake and bread in this 
fireless cookstove? ‘That you could 
roast meats and brown potatoes per- 
fectly? Have you ever eaten any of the 
delicious food cooked in it? 

If not, don’t miss the wonderfully 
interesting and helpful demonstration 
being held this week in our store. Learn 
why the Toledo does cooking that no 
other fircless can equal, why it does the 
same work your range does, with a sav- 
ing of 80 per cent in fuel. 














Come and Learn 


Fireless Cooking 





Demonstration December 5th to 10th 


Of the Famous 


Toledo Fireless Cookstove 


With the “Water-Seal” Top 
Roasts, Bakes, Boils and Browns 


You will see deliciously appetizing 
things cooked each day, by an expert 
demonstrator. who will be glad to ex- 
plain to you the 1 kable heat con 
serving qualities « okstos ils 


famous Water Seal Top, its Automatic 
Steam Val hy lets our surplus 
steam and kee n the heat, its extra 
heavy. str laid insulation, its strong 
durable hun m= lining, better 
quality than vy other cookstove em- 
ploy And vou will be permitted to 





Ballintine Hardware Co. 


sample Ul xxl things cooked for you. 


Warsaw, N. Y. 














4—Showing how the Ballintine Hardware Co., Warsaw, N. Y., capitalized the 
visit of a domestic science expert to the store 
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MARKET REPORTS 


TRADE CONDITIONS : 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 

















Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Dec. 26. 

D ECEMBER has been a month of 

unusually good business in the 

New York wholesale market. 
The approach of the inventory period 
finds most of the local jobbers in a 
thoroughly sound condition. Among 
practically all of the wholesalers in the 
local market a feeling of optimism pre- 
vails regarding the prospects for next 
year’s business. 

The week preceding Christmas was 
characterized by a great deal of buy- 
ing activity among both wholesalers 
and retailers. Specialty items held the 
center of interest during the entire 
week, although tools are also quite ac- 
tive. 

It is generally believed that most of 
the local retailers will, by Jan. 1, have 
their stocks down to the minimum in- 
ventory requirements, and that shortly 
after the first of the year buying will 
be resumed. It is expected the market 
tendencies 


will assume aggressive 
shortly after inventory. 
Price changes of significance are 


generally expected by the local trade 
during the next two weeks. An indica- 
tion of that tendency may possibly be 
observed in the changes that have been 
reported during the past month. 

Jobbers are attaching a great deal 
of significance to reports that manu- 
facturers of builders’ hardware are 
now, in most instances, working full 
time, and that some factories are al- 
ready behind in their orders. 

There seems to be a tendency among 
a few of the local jobbers to withhold 
the announcement of price changes un- 
til after the first of the year. 

Among the more important price 
changes announced during the past 
week by local jobbers were the follow- 
ing: 

“Yankee” screw drivers, drills, hand 
drills, bench drills, etc., have been re- 
duced 10 per cent. 

Sargent planes, squares and bevels 
have been reduced 10 per cent. 

A 25 per cent drop has been an- 
nounced by jobbers on Hammond hatch- 
ets, and 15 per cent on Hammond ham- 
mers. 

Jobbers report the following an- 
nouncements from manufacturers: 

W. G. Lecunt Tool Works, South 


NEW YORK 


Norwalk, Conn., issued new discount 
sheets, effective Dec, 19. 

American Pulley Co., Philadelphia, 
issued new discount sheets, effective 
Dec. 20. 

Clendenin Bros., Baltimore, Md., re- 
cently reduced prices on copper tacks 
and nails and brass shoe nails. 

Dover Stamping & Mfg. Co., Cam- 
bridge, Mass., issued new price lists 
Dec. 7. 

Carpenters’ chalk, crayons, etc., will 
be reduced Jan. 1. Carpenters’ chalk, 
it is understood, will be reduced ap- 
proximately 25 cents per gross. 

J. E. Fricke Co., Philadelphia, recent- 
ly reduced prices on cotton rope and 
twine. 

Utica Drop Forge & Tool Co., Utica, 
N. Y., issued new price lists dated Dec. 
15. 

Taplin Mfg. Co., New Britain, Conn., 
has issued new price lists on egg beat- 
ers, effective Dec. 7. 

Standard Cleaner Co, Chicago, IIL, 
has issued new lists and discount 
sheet, effective Jan. 1. 

Decker Mfg. Co., Keokuk, Iowa, ex- 
pects to issue new catalog and discount 
sheet Jan, 1. 

Some manufacturers of copper rivets 
and burrs advanced prices Dec. 20. 

Ash Sifters.—Interest is fair, prices 
steady and stocks fair. 

Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve iron brace bands, $30 per doz. 
Crated, $33 per doz. 

Automobile Accessories.— A good 
deal of Christmas buying seems to 
have been done for automobile accesso- 
ries and specialties. The general mar- 
ket in this line, however, will probably 
not be really active until later in the 
winter. 

Axes.—Some manufacturers have re- 
duced prices on both hatchets and ham- 
mers. The prevailing quotations re- 
main unchanged in the local market 
with some exceptions. Stocks are re- 
ported to be in fair condition. 

Jobbers’ quotations f.o.b. New York: 


House axes, ebony finish, 2% Ib., $12 per 
doz. 

“Fall City’’ axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 2% to 2% Ib., 


$18.75 per doz 

Second quality, 36-in. 
$19 per doz. 

Flint edge, Rockaway pattern, 4 to 5 Ib., 


handle, 4 to 5 Ib., 


$19.75 per doz. 
Connecticut pattern, handled axes, 3 to 
3% I|b., $19.50 per doz, 


Bolts and Nuts.—Interest during the 
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past week was very limited in this 
line. There seems to be, however, a 
very strong and consistent interest in 
certain sections of the local trade. 
Stocks are good and prices apparently - 
steady. 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % by 6 .and 
smaller, 50, 10 per cent to 50, 10 and 5 per 
cent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent. 

Machine bolts, % by 4 and smaller, 50, 
10, 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per cent to 50, 10 
and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 per cent; larger and thicker, 75 
per cent. 

Tinner’s rivets, 60 per cent. 

Hexagon machine screw nuts, 
list 50 and 10 per cent; brass, 
75, 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 
cent. 

Iron rivets, 60 per cent; 
rivets, 40 per cent, 

Stove bolts, 80 per cent. 


new 
14/20 


iron, 
4/32 


solid copper 


Builders’ Hardware.—This line gives 
every indication of dominating the lo- 
cal market during the coming year. 
Jobbers are reported to be placing or- 
ders with manufacturers, who in turn 
are said to be working at full capacity. 
In some cases factories are reported 
to be considerably behind on current 
orders. Retail stocks of builders’ hard- 
ware are not large in this section, and 
jobbers are anticipating active buying 
shortly after the first of the year. 

Cutlery.—Jobbers report the past 
month to have been one of the best 
pre-Christmas seasons for cutlery they 
have ever experienced. Carving sets in 
particular have been very active; pocket 
knives have been in good demand and 
scissors and shears and specialty arti- 
cles are said to have come up to all ex- 
pectations. 

Electrical Goods.—What some _ job- 
bers have characterized as an unprece- 
dented demand, has prevailed in the 
electrical goods market for the past six 
weeks. In some sections retailers re- 
port slow business, but in the majority 
of instances retail business for all 
kinds of electrical specialties has been 
eminently satisfactory. 

Jobbers’ quotations f.o.b. New York: 


Electric iron, 6-Ilb., $6.75 list. Electric 
grill, having three cooking pans, 4, 1% 
and 2 in. deep, having also three different 
heat units, $15 list. Electric waffle iron, 


3% x 7 in., for two waffles, $16 list. Klec- 
tric reversible toaster, $8 list. Electric per- 
colator, Colonial pattern, 6-cup capacity, 
$17.50 list. Same, 9-cup capacity, $19.50 
list. Continental pattern, 6 cups, $12 list. 
All subject to 30 per cent discount 
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Galvanized Ware. — Sluggishness 
characterizes this market. Little ac- 
tivity is expected until the holidays 
have been well past. Pails and tubs 
are mildly active. 


Prices to retailers f.o.b. New York: 

Galvanized sheets, No. 28 gage, $5 to 
$5.25 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8-qt., $2.35; 10-qt., 
$2.70; 12-qt., $2.95; 14-qt., $3.30; 16-qt., $4 
per doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $83 80; No. 3, $10.25; all per doz, 


Ice Scrapers.—Winter has come into 
its own, and the market for all kinds 
of ice and snow tools is poised with ex- 
pectancy. Little real activity, however, 
has been manifested as yet. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
tempered steel blade, 7 x 6 in., %-in. pol- 
ished and painted blue, 4-ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 


‘-in. blade, 6 in. deep, %-in. polished and 
painted blue, 4-ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 


beaded blade, 8 x 6 in. heavy iron ferrule, 
4%-ft. handle, $10.40 per doz. 


Ice Skates—Mild weather has re- 
tarded the sale of skates, but the holi- 
day demand has absorbed a large per- 
centage of jobbers’ surpluses. 


Jobbers’ quotations f.o.b. New York: 

Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 


11 in., polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clamp 
hockey skates, $1.40. Women’s and chil- 


dren’s clamp hockey skates, russet leather 
back and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. ‘ 

Lanterns.—Little interest seems to 
be shown these articles at the present 
time. 

Jobbers’ quotations f.0.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 


$14.50 per doz. Buckeye dash lanterns, 
$11.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 


per doz. Little Wizard lanterns, $11.25 per 


doz Eureka driving lanterns, plain lens, 
$19 per doz. Watchmen’s mill lanterns, 
enamel finish, $25 per doz. Imperial plat- 


form lanterns, $9.75 each. 


Levels.—Along with other carpenters’ 
tools and supplies levels are receiving 
a fair amount of attention. 


Jobbers’ quotations f.o.b, New York: 

Pocket levels. iron, 3-in., japanned, $1.72 
per doz.; 2-in. hexagon brass, nickel plated, 
proved glass, $3.60 per doz.; same, 44-in., 
$8.20 per doz. 

Line levels, 3-'1. aluminum, German sil- 
ver end, $5.13 per doz. 

Plumbs and Levels.—Cast iron japanned, 
nickel plated trimmings, with proved 
glasses, two plumbs, 6-in., $16.32 per doz.; 
Same, 24-in., $31.60. 

Steel Levels.—Cold _ rolled _ steel, 
japanned, one plumb and two levels, 
$19.38 per doz. 


web 
22-in., 


Linseed Oil.—Business is very fair in 
the linseed oil market for this season 
of the year. Sales during the past 10 
days have been much better than they 
have been for the past six weeks. Buy- 
ing activity varies greatly from day to 
day. 

Prices to the dealer f.o.b. New York: 

Linseed oil, car lots, 67c. to 68e. per gal.: 
5-bbl. lots, 70c. to 72c. per gal.; lots less 
per gal 


than 5 bbl, 78e. to Tic. 
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Nails.—Eccentricity in demand and 
prices characterizes this market. The 
market is apparently negotiable, and a 
wide divergence prevails in local quo- 
tations. 


Jobbers’ quotations f.0.b. New York: 

Wire nails, 325 to $3.70 base per keg: 
cut nails, $4 to $4.25 base per keg: coated 
nails, $3 base per keg, and wire nails and 
brads, 70 and 10 per cent. 

Naval Stores.—A dull and limited de- 
mand is the only prevailing activity in 
this line. The close of the year usually 
finds the naval store market inactive. 

Prices to the dealer f.o.b. New York: 

Turpentine, 82%c. per gal. tosin, on a 
basis of 280 Ib. to bbl., yard basis, B to 
G grades, $5.30; H, $5.35; I, $5.35; K, $6.15; 
M, $6.55; N, $6.75; WW, $7.30. 





Rope and Twine.—Report that the 
Mexican government has levied a 3c. 
tax on sisal has been officially con- 
firmed. This means an advance in 
sisal rope sooner or later. Local de- 
mand is mildly active, and prevailing 
prices are apparently firm. Rumors of 
price changes persist. 

Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%%ée. 
per lb. Hardware grade, 1l5c. per Ib. Sisal, 
No. 1 grade, 13c. per |b.; sisal, No. 2 grade, 
lic. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 18c. to lic. per lb. Jute wrap- 
ping twine, 20%c. to 25%4c. per Ib. India 
hemp twine, No. 6, 16c. to 18e. per Ib. 


Screws.—Consistent interest is being 
manifested for screws of all sizes. 
Price reductions a week ago materially 
stabilized conditions generally, although 
there is still quite a divergence in local 
quotations. Machine screws remain 
unchanged. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Flat head, bright, 82% 
per cent; flat head, galvanized, 6714 per 
cent; round head, blued, 80 per cent; round 
head, nickeled, 70 per cent; round head, 
brass, 75 cent; flat head, brass, 75 
cent: 77%4 per cent; 


7> per 
flat head, brass, 77 
head, 70 per cent 


brass nickeled, 


per 


round 


Local jobbers are quoting extra 10 to 
extra 20 per cent on the average to the 
above discounts 

Machine Screws.—Iron, flat and round. 
80-10 per cent; brass, flat and round, 75 


per cent. 

Cap screws, 75 per cent 

Set screws, 75-5 per cent. 

Sleds.—Christmas sales for sleds, 
although satisfactory to the majority of 
local dealers, did not come up to the 
earlier expectation, because of the mild 
weather. Prices continue firm. 


Jobbers’ quotations f.o.b. New York 


Flexible Flyer sleds, No. 1, 38 ir ng, le 
in. wide, 6 in. high, $4.50 each: No. 2, 42 
in. long, i8 in. wide, 6 in. high, $5 eacl 


No. 3, 
$6.50 each; 
7% in. high, $7 each. 
long, 12 in. wide, 6% in 


47 in. long, 14 in. wide, 744 in. high, 
No. 4, 52 in. long, 14 in. wide, 
Junior Racer, 49 in. 
high, $5.50 each; 








Racer, 57 in. long, 13 in. wide, 742 in high, 
$6.75 each; No. 5, 63 in. long, 16 in. wide, 
8 in. high, $9.50 each: No. 4, with one pair 


of foot rests, No with two pairs 
of foot rests, $11. 

Snow Shovels.—Dealers are showing 
interest for these articles, although 
comparatively little buying is being 
done at the present time. Prices are 
apparently firm. 

Jobbers’ quotations f.o.b. 


New York: 


All steel snow shovels, $3.90 per doz 
galvanized snow shovels, 2% x 16 in., $12 
per doz.; black steel snow shovels. 16 x 18 


$11 per doz.; Massachusetts snow 


50 per doz 


in., 
shovels, $7 

Sporting Goods.—<Activity has fea- 
tured this line. Jobbers report Christ- 
mas buying to have been thoroughly 
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satisfactory. Rumors continue to be 
heard that price changes will be an- 
nounced shortly after the first of the 
year. 

Stove Pipes and Elbows.—This line is 
rather apathetic at steady prices. 





Jobbers’ quotations f.o.} New Work 
Stove pipe, black, iro: No \ gage, 
lengths to a bundle, 4 i: L.¢ 
$1.70: 5 in., $1.80; 5% in., $2.10; 6 $2.25 


Stove pipe wire, No. 15. 6s« »Z 
60c. doz.; 50 ft. in coil, No. 20 

Tree Holders.—Most of the business 
during the last week for these articles 
was confined to pick-ups, which has 
cleaned out a large proportion of job- 
bers’ stocks. 


No. 19. 


Jobbers’ quotations f.o.b. New York 

Cast iron tree stands, japanned, stripe 
with gold bronze, 2 in. opening, $1 
doz. net; 2 in. opening, $16.75 per doz. net 
“Gem stands, $5.75 per doz. 


Tool Boxes.—Renewed interest was 
shown during the past week, especially 
for boys’ tool boxes, which have had a 
good ‘sale this year, according to job- 
bers’ reports. 


Jobbers’ quotations f.o.b. New York 

Boys’ tool chests complet with nine 
tools, $42 per doz Same wit twelve 
tools, $48 per doz Tool chests yutside 
dimensions 15% x 8% x 3% it omplete 
with nine warranted tools, $9 each. Same, 
cutside dimensions 15% x 9% x 3% in., $12 
each. Chests with 28 warranted tools, out- 
side dimensions 17 x 12% x 3% in., $18 
each Tool cabinet, fitted with 21 tools, 
outside dimensions of cabinet 22 x 14 x 5 
in., $20 each 

Work benches, complete with 12 war 
ranted tools, dimensions table top 30 in 


long x 12 in. wide, height of table 24 in.. 
drawer 18 x 8 x 3 in. inside, weight packed 
about 49 Ib., $20 each Same, vithout 
tools, $10.66 each. Tool bench complete 
with 26 warranted tools, weight when 
packed about 70 Ib., table top 40 in. long 
x 18 in. wide, height of table 29 in., drawet 
231%, x 13% x 3 in. inside. Each bench is 
provided with a practical bench vise and 
bench stop, $30 each Same without tools 


$13 each. 

Toys.—Jobbers’ stocks have been re- 
duced materially by the Christmas 
buying, which is said to have been this 
year as large as any of the local mar- 
kets has ever experienced. All kinds 
have sold well, particularly the elec- 
trical and mechanical outfits which 
are so popular with the present-day 
boy. 

Window Glass.—Local holders report 
continued buying interest for window 








glass of all grades, and confirm jobbers 
reports that building activity in the 
spring will be very large. No price 
changes are expected by glass Jobbers 
until possibly Feb. 1. 

Prices to retailers [.9 N } 

B single win vy zg 82 < 
count 

B doult g = 

Aad 82 
discount 

Wire Goods.—Orders are already 
being received by local jobbers for wire 
for spring delivery. A very substantial 


business has been predicted for wire 
goods of all kinds during the coming 


spring. 


s iotations New ¥ 
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ng, factory shipmen er 
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Office of HARDWARE AGE, 
1505 Otis Building. 
Chicago, Dee. 23. 


HIS is the big week for the retail 
hardware dealer. Despite the 
propaganda for early Christmas 
shopping, and which has resulted in a 
distinct improvement in this regard, the 
bulk of Christmas sales are bunched 
during the last few days before the 
great holiday. Indications are that re- 
tailers will experience the largest week 
of the year this current week. 

So far as the jobber is concerned, 
holiday demands have been filled and 
sales are showing the inactivity always 
experienced at the end of the year. 
Chicago jobbers are making their plans 
and doing the preliminary work for in- 
ventory which will occupy their time 
quite generally until the middle of 
January. Salesmen will come in to the 
house the end of this week to remain 
until some time after the first of the 
year. 

This week records several price 
changes of interest, the most conspicu- 
ous of which are the reductions on 
hammer and hatchet prices and an ad- 
vance in babbitt and metal quotations. 
The reductions referred to are suffi- 
ciently large that the stimulation of 
new business is looked for by the manu- 
facturer. 

Building activity continues at a high 
point in Chicago and builders’ hardware 
and building material of all kinds are 
in active demand. 

The trade is expectant of a large 
number of price changes after the first 
of the year, but some of this optimism 
may lead to disappointment, it is said. 

Automobile Accessories. — Reduction 
in prices on No. 1 standard jacks and 
on Reliable jacks and lower quotations 
on inner tubes are the only price 
changes in automobile accessories this 
week. Red inner tubes, 30 x 3, are 
now quoted at $1.90, with gray tubes 
at $1.50. This represents a price re- 
duction of between 10 and 15 per cent. 
Automobile accessories are not very 
active in sales. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: Reliable jacks, No. 16, $2.65 
each, lots of 10 $2.25 each; No. 1 standard 
jacks, $2.75 each, $32 per doz.: Twin cyl- 
inder foot pumps, heavy duty, $1.35 each, 
315 per doz Simplex jacks, No. 36, $1.75 
each, doz. lots each $1.60. Stewart hand 
horns, $4 Weed chains, 39x3%, 25 per 
cent discount single pair lots; 3314 per 
tent discount single lots; Rid-O-Skid 
chains, 25 to 33% per cent off. Inner tubes, 
red, 30x3%, $1.90 each; gray tubes, 30x3%4, 
$1.50 each. Lyon bumpers, No. 105, $10.75: 
No. 101. $8.25. 3ethliehem spark plugs, 
special Ford type, lots of 100, 36c. each: 
i Bethlehem spark plugs, S0c. 
each, 78c. lots of 99, 74c, lots of 100 to 499 
standard porcelain Bethlehem plugs, 58c 
each, 56c. lots of 99, 55c. lots of 100 to 
499; Hercules Giant plugs, 60c. all sizes: 
Hercules Junior plugs, 35c¢ all sizes; 
Splitdorf plugs, less than 100, 67e¢. each 
100 lots 63c, each; Splitdorf plugs special for 
Fords, 50c, each, 100 lots 48c. each: Cham- 
pion X plugs, 50c. each, 100 lots 48c. each; 
Champion 0 plugs. 58c. each, 100 lots, 56c. 
each, 1000 lots 54c. each; Champion heavy 
duty plugs, Dodge type, 58c. each, lots of 100 
56¢c. each, lots of 1000 54c. each 


Axes.—The usual seasonable demand 
for axes is totaling a nice volume of 
business at prices whic hare unchanged. 
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We quote from jobbers’ stocks, f.0.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 lb., $14.50 base; good 
quality black unhandled axes, same 
weight, $1350 base; single bitted handled 
axes, $16.50 to $22 per doz. 

Alarm Clocks.—This item has been 
very active, particularly during the past 
two weeks. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: America, $13.08 doz. lots, case 
$12.48 doz.; Blue Bird, $15 doz. lots, case 
$14.16 doz.; bunkie, $25.56 doz. lots, case 
$24.60 doz.; Lookout, $16.08 doz. lots, case 
$15.48 doz.; Sleepmeter, $17.52 doz. lots, 
case $16.92 doz. 

Bicycles and Tires. — Considerable 
business is expected in these lines im- 
mediately after the first of the year, 
when the retailer will place his spring 


orders. Prices have already been re- 
duced. 
Builders’ Hardware.—The building 


activity in the Chicago district is about 
40 per cent ahead of December of last 
year, and indications are favorable for 
the starting of many new apartment 
and dwelling enterprises. Builders’ 
hardware is in very good demand at 
prices which are inclined to be firm. 

Cotton Gloves.—Price tendencies are 
firm with no actual change. Sales are 
of a steady character. 

We quote from jobbers’ stocks, f o.b. 
Chicago: Six oz. knit wrist gloves, $1.20 
doz.; 8-oz. knit wrist gloves, $1.45 doz ; 
10-0z. knit wrist gloves, $1.80 doz.; 8-oz. 
plain husking mittens, $1.15 doz. pairs. 

Copper Rivets and Burrs.—There 
are no price changes and sales are 
steady. 


We quote from jobbers’ stock, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 


Chains.—No new prices in chains 
have been recorded and sales are nor- 
mal in volume. 


We quote from jobbers’ stocks, f.ob. 
Chicago: Proof coil chains, $8.25 per 100 
lb.; 34-in. weldless coil chains, 50 per cent 
off list; No. 00 4% electric welded cow 
ties, $2.75 per doz. 

Cutlery.—Christmas demands for cut- 
lery have depleted stocks, and the job- 
ber, it is expected, will be quite actively 
in the market during the goming week, 
rebuilding his run-down line. Sales by 
the retailer have been of satisfactory 
character, so increased activity in cut- 
lery may be expected during the coming 
week. 

Cooking Utensils.—Reports indicate 
that there will be slight reductions in 
aluminum ware prices immediately 
after Jan. 1. This line is rather slow 
at the present time. 


Eaves Trough and Conductor Pipe.— 

Present prices are considered low and 
indications are that no reduction will 
occur within the near future. Sales are 
quite active, but not as extensive as 
they were in the early fall. 
_We quote from jobbers’ stocks, f.o b. 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage 3 in. 
corrugated conductor pipe, $4.50 per 100 
ft.; corrugated 3 in. conductor elbows, 
$1.55 doz. 

Files.—Industrial demand for files 
has been at a rather low ebb and the 
result is that sales are only of fairly 
satisfactory volume. Prices are with- 


out change. 
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We quote from jobbers’ stocks, f.0.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off 
list; Black Diamond files, 50-10 per cent 
off list. . 

Flint Paper and Cloth.—Sales have 
reached a fair total, with prices un- 
moved. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 
$4.50 per’ream; first quality emery cloth, 
No. 0, $27 per ream. 

Galvanized Ware.—Immediate _ re- 
quirements are being covered by the 
dealer, but no heavy orders are being 
placed. The price tendency is from firm 
to an advance. 

Glass.—The demand has been heavy 
for glass for several weeks, and while 
no actual price change has occurred, 
the trend is said to be in an upward 
direction. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, 
81 per cent off; double strength A, all 
i 83 per cent off; double strength B, 
es, 83 per cent off, putty in 100-lb. 


kits, $4.75: commercial putty, $4.10; glaz- 
iers’ points, Nos. 1, 2 and 3, one doz., 75c. 


Guns and Ammunition.—The abun- 
dance of game birds and the practice 
of holiday tournaments have stimulated 






sales in guns and ammunition. There 
are no new prices. 
Hatchets. — Substantial reductions 


in hatchet prices are announced at this 
time. This change has been expected 
for several weeks. The reduction varies 
from $1 to $3 per doz. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, 
$12 doz.; competitive forged shingling 
hatchets, $8 doz. 

Hammers.—In keeping with the re- 
duction in hatchet prices, hammers have 
been similarly reduced. Prices are 
from $1 to $1.50 per doz. less. 

We quote from jobbers’ stocks, f.o.b: 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel 
hammers, $4 per doz. 

Hickory Handles.—Present prices are 
considered low and sales are of a steady 
character. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white growth second hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 

Hose.—The jobber believes it is an 
opportune time to place specifications 
for spring requirements of hose. The 
current cotton and rubber markets are 
strong and it is said that advances in 
hose prices may take place at any time. 

We quote from jobbers’ stocks, f.o.b 
Chicago: %-in. molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 
duck hose, 134%c ; %-in. 4-ply good quality 
duck hose, 1l6c.; %-in. 5-ply multiple hose, 
10Me, 

Lawn Mowers.—More interest in this 
item is expected after the first of the 
year. Efforts to secure future business 
up to this time has not been successful. 
Price reductions, however, are marked 
as against the quotations of last year. 


Lanterns.—This is one of the items 














December 29, 1921 


on which the trade expects a substan- 
tial price reduction after the first of 
the year. Whether this will develop or 
not time will reveal. At present there 
is a slackening in business on lanterns. 

We quote from jobbers’ 


stocks, f.o.b. 


Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 6 
tubular, $7.80 per doz. 

Ice Skates.—The item is active at 
prices which are unchanged. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey 
for men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. 
pair; key clamp rocker, steel runners, 
nickel finish, $1.15 pair; clamp nockey, pol- 
ished cast steel runners, $1.20 pair; key 
clamp hockey, carbon steel runners, $1.60 


pair; half key clamp rockers for women 
and girls, $1.10 pair; half key clamp 
hockey for women and girls, $1.51 pair. 


Nuts and Bolts.—This staple is in 
steady demand, with a sales total of 


average size. Prices are without 
change. 
We quote from jobbers’ stocks, f.ob. 


Chicago: Large carriage bolts, 60 per cent 
off list; small carriage bolts, 60-10 per cent 
off list; large sized machine bolts, 60-5 per 
cent off list; small sized machine bolts, 60- 
10 per cent off list; all stove bolts, 80 per 
on list; all lag screws, 60-10 per cent 
ts) st. 


Nails.—Nail prices show no change 
and the demand is keeping up well on 
account of increased building activity. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.65 per 
keg, base. 


Roller Skates.—Spring requirements 
for roller skates will be purchased at a 
price of atleast 10 per cent under the 
current quotations. This slash will be 
effected January 1, when the tax is 


abolished. 

Rope.—Prices are without change 
and sales are of a steady character, but 
without large volume. 

We quote from jobbers’ stocks, 
Chicago: Highest quality manila _ rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, to 16%c. per Ib 
base; so-call hardware grade anila 
rope, 12%4c. lb.; No. 1 sisal rope, highest 
quality standard brands, 12%c. to 13%c. 
lb. base; No. 2 sisal rope, standard brands, 
llc. to 11%c. base. 


Steel Goods.—The prices of fabrics 
last September by the manufacturer 


f o.b. 


Office of HARDWARB AGE. 
410 Unity Building, 
Boston, Dec. 24, 1921. 
HE Christmas business, taken as a 
whole, however, was satisfactory, 
according to retailers and wholesalers 
dealing in holiday goods. The heavy 
hardware and mill supply markets have 
been dull and uninteresting since last 
reports. 

Most of the local jobbers will hold 
their annual get-together meetings 
during the next week and will take ac- 
count of stock. Comparatively few re- 
tail firms take stock until after the turn 
of the new year. A concerted move- 
ment has been made by both New Eng- 
land retail and wholesale hardware 
dealers to get stocks down to a mini- 
mum. Some concerns have succeeded 
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are for the season of 1922, and the 
manufacturer says that prices on this 
line will not be any lower next year. 
Some orders for future shipments are 
being placed. 

Stove Pipe.—The usual steady de- 


mand for stove pipe is noted at un- 
changed prices. 


We quote from jobbers’ stocks, f.o.b 
Chicago: 6-in., 31 gage, $10.50; 30 gage, 
$11.50; 28 gage, $13.70; 26 gage, $16.40: 
6-in. elbows. 30 gage, $1.25; 28 gage, $1.45: 


26 gage, $1.70 per doz. 
Singletrees.—The item is active and 


prices are unchanged. 


We quote from jobbers’ stocks, f.o b 
Chicago: 34-in. strap and varnished sin- 
gletrees, $9 doz.; 48-in. doubletrees, $12 


doz.; 40-in. neckyokes, $11.50 doz. 

Solder and Babbitt Metal.—With 
metal prices firm and tending upward, 
the quotations on solder and babbitt 
metal are again advanced. Solder 
shows an upturn of $1 per 100 lb. as 
against last weeks’ quotations. 

We quote from jobbers’ 
Chicago: Warranted 50-50 solder, $22 per 
100 Ib.; medium 45-55 solder, $21 per 100 
lb.; tinners’ 40-60 solder, $20 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
-ri_eaacaains No. 4 babbitt metal, $7 per 100 
>. 


Sledges, Mauls and Wedges.—There 
has been a further reduction below the 
prices announced about a week ago. 


stocks, f.o.b. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B. S. sledges, 5 to 
16 lb., $8.40 per 100 Ib.;: wood chopping 


mauls, 5 to 8 lb., $12 per 100 lb.; common 
fluted wedges, 3 to 6 lb., $7 per 100 Ib. 


Sash Weights.—The demand is rather 
quiet at this time and prices are un- 


changed. 
We quote from jobbers’ stocks, f.o.b 
Chicago: Sash weights per ton, $38. 


Steel Sheets.—Sales are of a steady 
character and fair volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per 100 lb.; 28 gage black sheets, $4.15 per 
100 Ib. 

Stove Boards.—No price changes in 
stove boards are to be noted and re- 
order business is quite large. 


We quote from jobbers’ stocks, f.o.b, 
Chicago: Crystal wood lined square boards, 


26-in., $14.45 doz.; 28-in., $16.95 doz 30- 
in., $19 doz.; Crystal paper lined stove 
boards, square, 26-in., $8.15 doz.; 28-in., 


$9.10 doz.; 30-in., $10.80 doz. 


Sash Cord.—Demand is good for this 


BOSTON 


along certain lines, at least, even going 
so far as to establish a substantial loss 
rather than carry goods over into the 
new year. It can safely be said that 
average New England retail and whole- 
sale stocks are very much smaller than 
they were a year ago, and the situation 
therefore is healthier. 

One of the most successful retail 
dealers in New England, speaking of 
the buying power outlook, says, “I don’t 
like to fool myself that I am going to 
do a great big business. I do expect, 
however, to do a good business in 1922, 
but I feel the readjustment of wages 
among employees of railroads, cotton 
mills, woolen mills, shoe factories and 
in all the other industries will have 
some influence on the buying power of 
the general public. I feel strongly the 


time of the year, and prices show firm- 
ness. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 


brands, $9.75 per doz. hanks 

Screws.—The reductions of last week 
have not materially affected the volume 
of business. 





We quote from jobbers’ stocks 
Chicago: Flat head bright scre 
per cent off list; round head 





10-10 per cent off list; flat head brass, Ti 
10-10 off list; round head bras 10-10 
per cent off list; japanned, 7 
ent off list. 

Sporting Goods.—On account of the 
war tax being repealed on sporting 
goods, the prices will be reduced and 
manufacturers are now working on the 
new list, which will be issued in the 
near future. This will make lower 
prices on baseballs, baseball gloves, 
mitts, bats, golf and tennis goods and 
crocket The tax on hunting 
clothing has not been removed. It is 
understood that the most important 
price’ reduction will on baseball 
leather goods. 


goods. 


1 
be 


Toys.—Of course, this item will be a 
slow seller for the coming weeks. 

Traps.—There has been a very good 
volume of business in traps and the de- 


mand continues at a lively rate. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 0 Victor, $1.71; No. 1 Victor, 
$2.01; No. 1 Victor Giant, $2.56; "No. 1% 
Victor, $3.05; No. 0 Oneida Jump, $2.37; 
No. 1 Oneida Jump, $2.75; No. 14% Oneida 
Jump, $4.12; No. @ Triumph, $1.71; No. 1 
Triumph, $2.01: No. 1% Triumph, $3.05; 
No. 115X Clutch, $3.25. 


Wire Goods.—No changes in the prices 
are recorded this week. The usual 
steady demand is noted. The present 
quotation on wire cloth of $1.90 to $2 
represents a reduced price made by the 
jobber. The manufacturers’ price has 
not been changed since the new quo- 
tations were announced. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $3.35 
per 100 1lb.; galvanized barbed wire. $4.30 
per 100 Ib.; 12 mesh black painted wire 
cloth, $1.90 to $2 per 10 sq. ft.; poultry 
netting, 56 per cent off; galvanized after 
weaving, 51 per cent off; catch weight 


spool galvanized cattle wire, $4.30 per 100 
ib.; 80 rod spool galvanized hog wire, $3.85 
per spool; No. 8 galvanized plain. wire, 
$3.85 per 100 Ib. 


general public will be more discriminat- 
ing in buying, looking for and expect- 
ing more for its dollar. While I ex- 
pect to do a good business next year, I 
shall study wholesale market conditions 
and prices more closely than ever, be- 
cause I am reasonably sure I must do 
so if I am going to make money.” 
One thing is certain, and that is the 
wholesale shelf hardware houses here 
have given a great deal of thought to 
the merchandise situation during the 
past few months. Where they can, an 
effort will be made to confine them- 
selves to those articles that insure a 
quick turn-over. In other words, they 
have taken their cue from the manufac- 
turer who has eliminated all but those 
articles that spell volume of business. 
Axes.—Manufacturers of axes 
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notified local jobbers they guarantee 
prices against next season’s quotations 
on any axes, shipped after January 1 
that remain in jobbers’ stocks when the 
new price is named. Makers of hatchets, 
on the other hand, have announced a 
reduction of approximately 20 per cent 
in list prices, In connection with such 
reductions it is stated the manufactur- 
ers do not expect to further reduce 
prices during the first six months of 
1922, for the new prices are based on 
production costs lower than prevailing. 
The makers of hatchets add the new 
prices based on anticipated economies 
which will result in larger operating 
schedules. In the meantime, local job- 
bers continue to quote prices which are 
out of line with those named elsewhere. 
They say the demand for axes to-day 
is below normal, but as good as it will 
be, for we are on the crest of the con- 
sumers’ market. 

We quote from jobbers’ stocks: Single 
bit axes, standard, $15 per dozen base; 
double bit axes, $19 per dozen base, with- 
out handles. 

Blacksmiths’ Supplies.—During the 
past fortnight or so there has been a 
noticeable slump in the demand for 
horseshoes. Those jobbing houses that 
have larger stocks on hand than desired 
have eliminated all extras in an effort 
to speed up sales. There also is a grow- 
ing disposition on the part of some 
houses to break packages rather than 
let a sale slip. Otherwise, quotations 
on blacksmiths’ supplies appear firm 
because the demand for things is nor- 
mal and supplies are limited and con- 
fined to a comparatively few distribu- 
tors. 


We quote from jobbers’ stocks: 
Anvils.—Standard makes, 16c. per Ib. 
Axles.—Square bed, drawn bed and one- 
piece, under 2%-in., 13c. per lb.; square 
bed, drawn bed and one-piece, 2%-in. and 
ee 12c. per lb.; coach bed axles, lc. per 
. 

Springs.—Common wagon and carriage 
springs, 13c. per Ib. base. 
Horseshoes—We quote from jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 lb. keg. No freight is al- 
lowed on store shipments. 
Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 


$10.25; steel shoes, $8.75; toe creased, $7.25; 
side wear, $9.25: calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 
ing. $8.75; featherweights, $8.75; all as- 


sorted shoes, 50c. per keg extra. 


Welded Toe Calks.—Dull $2 per box; 
sharp 2.25; blunt heel, $2.25; sharp heel, 
$2.50 

Nails.—Horseshoe, Reliance and Bright- 
on, Crown and Leader, No. 5, $5.90 per 
keg: No. 6, $5.25; No. 7, $5.05; No. 8, $4.85; 


Nos. 9, 10 and 1i, $4.65. 

Builders’ Hardware.—A new list has 
been issued on the Pexto line of build- 
ers’ hardware. It shows an average 
decline of perhaps around 7 per cent, 
but on some things prices remain un- 
changed. Among those things that 
have not changed are door buttons, 
window spring bolts and bolt sockets, 
barrel bolts and wrought iron bolts. 
People who ought to know are expect- 
ing a good business in builders’ hard- 
ware next spring. They point out that 
home building will boom because the 
cost of cement, lumber, etc., has been 
reduced, and the cost of labor, the big 
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item, has every indication of going 
lower. It is felt the fellow who has 
been paying $80, $90, $100 or $125 a 
month for a few rooms is dead anxious 
to get outside Boston and other large 
New England cities into his own home. 
At the rate he is paying for the few 
rooms he can easily carry and pay fora 
new home. Stocks of builders’ hard- 
ware in a majority of the retail hard- 
ware stores have been materially re- 
duced the past year, consequently fun- 
damental market conditions are ex- 
tremely healthy. . 


Chisels.—The Witherby line of chisels 
has been reduced about 10 per cent, 
and the Peck, Stow & Wilcox line is 
down about as much on a majority of 
numbers. Some styles of Pexto chisels 
remain unchanged in price, however. 
Gouges and drawing knives also are 
cheaper. 


Hammers.—Fayette R. Plumb, Inc., 
Philadelphia, is out with a new list on 
hammers which shows a general de- 
cline, in no instance more than 10 per 
cent, and in quite a few cases some- 
thing like 8 per cent. Jobbers are con- 
fident that the market on hammers is 
now down to as low a basis as it pos- 
sibly can go. Some of them intimate 
they have been assured prices will not 
be lower by the manufacturers. 


Iron and Steel.—Local jobbing quo- 
tations on cold-rolled steel have been 
reduced 20 cents per 100 lb. Otherwise 
quotations on iron and steel are un- 
changed. The demand continues of 
small proportions, and inasmuch as job- 
bers in a large majority of cases have 
sufficient stock on hand for all require- 
ments and are not placing orders with 
the mills, the local market is without 
special feature. The jobbers anticipate 
a good business next month and a still 
better business in February. They are 
banking on consumers securing orders 
for their proguct soon after the turn 
of the year. In that event they will 
have to buy iron and steel, for their 
stocks are believed to be down to a 
minimum. P 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.71% per 100 lb. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron rounds, $5.50, base. 

Steel.—Soft steel bars, $2.71% per 100 lb. 
base; flat, $3.2114%4; concrete bars, plain, 
$2.71%4; angles, channels and beams, 
$2.71%; tire steel, $4 to $4.40; open-hearth 
spring steel, $4.50; crucible spring steel, 
$11.50; steel bards, $3.311%4 to $3.78; steel 
hoops, $3.314%4; cold rolled steel, $3.55 to 
$4.05; toe calk steel, $5. 

Quantity differentials, lots under 1000 lb. 
of a size, 35c. per 100 lb.; lots of 1000 Ib. 
to 1999 Ib. of a size, 14c. 

Mechanics’ Tools.—In the new Pexto 
list no changes in prices are noted in 
braces, dividers, compasses, calipers, 
ratchet drills and holders. On some 
other numbers of mechanics’ tools there 
has been a slight downward revision in 
quotations. Some of the retail hard- 
ware dealers interviewed this week say 
they had the biggest holiday trade in 
mechanics’ hand tools on record. Most 
of the manufacturers assisted in push- 
ing their products as Christmas gifts, 
and the outcome has given the retail 
trade considerable encouragement re- 
garding the future. 
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Mop Wringers.—A line of mop wring- 
ers, which enjoys a large business in 
this section of the country, at least, has 
been advanced 20 per cent. This ad- 
vance is all the more significant in 
view of the general tendency of prices 
in the hardware market. 

Nails.—Following closely the reduc- 
tion in prices on mill shipments of wire 
nails, as announced by jobbers, comes 
a reduction in the store price. Here- 
tofore the local market on wire nails 
was $4 to $4.20 per keg base. To-day 
it is generally established at $3.75 per 
keg base. Wire and other kinds of 
nails continue to move _ irregularly, 
being in excellent demand on some days 
and quiet on others. In the aggregate 
business is normal. 

We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.75 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.85 per keg base; in 
less than car lots, $3.10 per keg base; cut 
nails, $4.25 per keg, base; galvanized cut 


nails, $8.30, base. Tremont schedule of 
extras same as heretofore. 


Pencils—The American Lead Pencil 
Co. is out with new prices on lead pen- 
cils, which shows declines ranging from 
7%, to 10 per cent. The common pencil, 
No. 1040, now jobs out at $1.75 per 

* gross, as contrasted with $2 heretofore. 

Picks and Mattocks.—Local jobbers 
have been advised of a still further 
reduction in prices on picks and mat- 
tocks, this time 10 per cent. This de- 
cline is the second one made by the 
manufacturers within a comparatively 
short time. 


Pliers.—Following a period of five or 
six months, during which manufactur- 
ers’ prices did not change, weakness has 
developed in the market for pliers. The 
Utica Drop Forge & Tvol Co., Utica, 
N. Y., is out with a new list. This list 
shows no changes on some numbers, in- 
cluding box joint flat nose with scored 
jaws, joint round, chain and flat jaw 
weaver, lap joint flat, round and short 
chain nose, universal and burner. On 
other kinds, however, declines run from 
70 cents to more than $6 per dozen, ac- 
cording to the size and style of the 
plier. Some of the other makers of 
pliers have reduced prices on certain 
numbers and sizes, but others have 
taken no action as yet, especially those 
making the high-priced pliers. 
Goods.—Combination pliers, 
from Boston jobbers’ stocks, 5'%-in., $12 
per dozen; 6-in., $14; 8-in., $16; 10-in., 
$19.20. Side cutting pliers, 4-in., $14 per 
dozen; 5-in., $15.20; 6%4-in., $16.50; 7-in., 
$18.50; 5-in., $20. Button’s pliers, 6%-in., 


$12 per dozen; 8-in., $14; 10-in., $18. Diag- 
onal pliers, 5-in., $18.50; 5%4-I1n., $20; 6-in., 
$21.60. 


Kraeuter 


Rules.—One of the leading manufac- 
turers of rules has notified local jobbers 
that for inventory purposes it will be 
perfectly safe for them to use prices 
indicated in the company’s last list is- 
sued. These prices are based on the 
present cost of production, and accord- 
ing to the manufacturer there is no 
indication of future conditions war- 
ranting any further list changes. 

Saws.—A new Disston list has been 
issued, but it does not show very many 
changes. In fact, the makers of saws 
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in general are understood to be operat- 
ing on a basis which does not permit 
their making very many changes in 
prices. Retail dealers in this section 
of the country say the demand for saws 
is considerably better than it was a few 
months ago, but that it is still below 
normal. 

Tarred Paper.—The market on tarred 
paper has declined $5 per ton. Stocks 
of tarred and other papers in the hands 
of the average retail dealer have been 
reduced to small proportions. Jobbers’ 
stocks likewise are smaller than usual, 
which means that the chances strongly 
favor a good market later in the year. 

Window Weights.—New lists on win- 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Dec. 26. 

S we get closer to the end of the 

year, the effects of the inventory 
period are reflected in the slowing down 
of operations among steel plants and 
finishing mills. Shipments also are 
being held up on account of the desire 
not to take in any material this month 
than can wait until January, and also 
to save the war tax of 3 per cent on 
the bills of lading which is to be taken 
off, starting Jan. 1. There will be 
quite a falling off in output of heavier 
steel and finished steel products in the 
last two weeks of the year, as many 
plants will close down for stock taking 
purposes and to make repairs. This 
will really be a good thing for the mar- 
ket, as it will prevent any large accu- 
mulation of stocks. Material is not 
moving out freely from jobbers’ ware- 
houses and from the retail trade, ex- 
cept holiday goods which are reported 
to be going out in fairly good volume, 
but not as freely as last year. 

So far there has not been much de- 
sire on the part of jobbers and con- 
sumers to buy ahead for first quarter 
of 1922. There are two reasons for 
this: First, the uncertainty as to the 
course of prices in the first quarter, 
and second, the expectation that rail- 
road freights may be reduced prior to 
April 1, and there really seems to be 
no incentive for the trade to anticipate 
its needs. December, when it is over, 
will have been the quietest month in 
the steel trade that we have had since 
September, when the upward movement 
got into swing. However, there is much 
optimism as to the outlook for the new 
year, and the general opinion is that 
sales will be heavier in 1922 than this 
year. 

In regard to prices the best that can 
be said is that they are fairly steady, 
but there is some inclination on the 
part of some manufacturers to shade 
prices, especially when anything like a 
desirable order comes up. _ Effective 
Wednesday, Dec. 21, the American 
Steel & Wire Co. announced a straight 
reduction of $5 per ton on wire and 
wire nails, this making the price of 
wire nails $2.50 base, and plain wire 
2.25¢c. base. For some time there has 
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dow weights have been issued by some 
of the makers, which show a slight re- 
duction in prices. Due to the Christ- 
mas rush of business some of the local 
jobbers have not adjusted their prices, 
but will have by the end of another 
week, 


We quote from jobbers’ stocks: 
Window weights, from stock, 5 Ib. and 
heavier, 3%c. per Ib.;. under 5 lb., 3\e. 


From the foundry, 5 lb. and heavier, $60 
per ton; under 5 Ib., $64. 


Wire Cloth—It now develops that 
few of the local jobbers are stocking 
wire cloth. Some of them have some 
stock left over from last season, but 
nothing finer than 12-mesh. Manufac- 
turers of wire cloth are doing a big 
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been talk of making the differential 
between plain wire and wire nails 30c., 
but this was not done. This reduction of 
$5 a ton on wire and wire nails is the 
result of considerable cutting in prices 
which has been going on on these pro- 
ducts for some time, and manufac- 
turers believe that the market would 
be more stable if a reduction in price 
was made that would about meet the 
cuts. For several weeks past prices 
on tin plate have been only fairly 
strong, but in the last few days the 
market has been firmer, and it is said 
that the regular price of $4.75 per base 
box is now being quite firmly held. In 
heavy steel products, such as plates, 
shapes and bars, the market seems to 
have settled down to a basis of 1.50c., 
and reports that this price has been 
shaded are not confirmed. Taken as 
a whole, the situation in prices is 
only fairly strong, and just what 
course prices will take after the first 
of the year is uncertain. 

There is not much new to report 
about conditions in the hardware trade 
in the last month of the year. Decem- 
ber is always a quiet month among job- 
bers and the retail trade, with the ex- 
ception of activities in holiday goods, 
and while the volume of business in 
holiday goods this month has been 
fairly good, it is not as heavy as in 
December last year. 

There are still reports that material 
reductions in prices are to be made on 
some lines of hardware, possibly before 
this month is out, but certainly very 
soon after the new year is started. 
These may be only rumors, but they 
come from reliable sources, and are 
probably true, at least on some of the 
heavier hardware products. 

The feeling is optimistic as regards 
the outlook for hardware business in 
1922, and the general opinion is that in 
volume, business will be larger than 
this year. 

Collections are still reported unsatis- 
factory, especially from the country 
districts, and the volume of orders 
being received from country merchants 
is small. 

Automobile 
has been a little better 


Accessories. — Demand 
in the past 


week, due largely to liberal purchases 
made to be used by the buyers as holi- 
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business, however, and are confident 


the new season will be a very satisfac- 


tory one. 

We quote from Boston jobbers’ stocks 
(old stock): 

Wire cloth.—From store, 12-mesh, 24 to 
48-in., $2.25 per 100 sq. ft., 18 to 22-in., 
$2.35. 


Yankee Tools.—The North Bros. Mfg. 
Co., Philadelphia, has issued a new list 
on screw drivers, attachments for spiral 
screw drivers, hand and breast, chain 
and bench drills, tap wrenches, drill 
chucks, and, in fact, its entire line, 
which shows a decline in prices on a 
majority of items. The decline in no 
case is more than 10 per cent, and gen- 
erally a little less than that. 


day gifts. The general demand is only 
fair, and not much improvement is ex- 
pected until after the new year. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: Reliance jacks, No. 
1, $2.33; No, 2, $3.33, in lots of 12: A. C. 
Titan spark plugs, 65c. in lots up to 10, 
and 58c. in lots of from 10 to 100: Derf 
spark plugs, 96c. each for all sizes, in lots 
less than 50: Champion X, 50c. each for 
less than 100 and 48c. each for over 100; 
Champion regular, 58c. each for less than 
100, ail sizes, and 56c. each for over 100. 

Axes.—Demand for this year is 


about over, and not much will be done 
in axes until next spring. Prices as 
given out by the makers several months 
ago are said to be holding firm, but no 
large orders are being placed, dealers 
holding off ordering for their stocks 
for next season. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: First grade single 


bitted axes, handled, $21 per doz.; un- 
handled, $17 per doz.; double bitted axes. 
handled, $26.50 per doz.; unhandled, $22.50 
per doz.; second grade axes, single bitted, 
handled, $19 per doz.; unhandled, $16 per 
doz.: double bitted, handled, $24 per doz.; 


unhandled, $21 per doz. 

Barrows.—The recent reduction made 
in prices has hot stimulated the new 
demand to any extent, but this is the 
off season for buying barrows, and the 
trade is likely to be dull until spring 
business opens up. 


Local jobbers now quote No. 1 Pitts- 
burgh red barrows at $3.25 each, Kilbourne 
& Jacobs No. 1 garden barrows at $3.60 
each, No. 2, $5.10 each, No. 3, $5.55 each 
and No. 4, $7.10 each. 


Base Balls, Ete—A. J. Reach & Co., 
Philadelphia, has- announced its new 
prices for 1922 on baseballs, mitts and 
other baseball goods. The new prices 
are from 20 to 40 per cent lower than 
this year. While they have not yet been 
worked out in detail, enough is known 
to say that the No. 0 league baseballs 
will be sold by the trade next season 
at $16 per doz. Catcher mitts and 
fielders’ gloves prices for next year 
have not been worked out here in de- 
tail, but they have been reduced from 
20 to 40 per cent over this year's 
prices, depending on size and quality. 
It should be noted that the war tax 
of 10 per cent will come off on Jan. 1 
next. 

Bolts and Nuts.—There is nothing 
new to report on these goods this week 
The demand is quiet and only for small 
lots to meet current needs. The trade 
here believes that early in the new 
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year probably lower prices on nuts and 
bolts, also on rivets, will be given out 
by the makers. Discounts are only 
fairly well held, prices being shaded on 
anything that looks like a desirable 
order, 


Jobbers are quoting, f.o.b. Pittsburgh, in 
fair sized lots as follows: 

Large structural and ship rivets, $2.25 
to $2.40 base; large boiler rivets, $2.35 to 
$2.50 base; small rivets, 70, 10 and 5 to 70, 
10 and 10 per cent off list. Machine bolts, 
small, rolled threads, 70, 10 and 5 to 70, 
and 7% per cent off list. Machine bolts, 
small, cut threads, 70 and 5 to 70 and 10 
per cent off list. Machine bolts, larger and 
longer, 65, 10 and 5 to 70 and 10 per cent 
off list. Carriage bolts, % in. x 6 in.: 
Smaller and shorter rolled threads, 65, 10 
and 10 per cent off list. Cut threads, 65 
and 10 to 70 per cent off list. Longer and 
larger sizes, 65 and 10 to 70 per cent off 


list. Lag bolts, 70 and 10 to 70, 10 and 5 
per cent off list. Plow bolts, Nos. 1, 2 and 
3 heads, 60 and 10 per cent off list. Other 
style heads, 20 per cent extra. Machine 
bolts, c.p.c. and t, nuts, % in. x 4 in.: 


Smaller and shorter, 65 and 5 per cent off 


list. Larger and longer sizes, 65 per cent 
off list. Hot pressed sq. or hex. blank nuts, 
$5.50 off list. Hot pressed nuts, tapped, 


$5 to $5.25 off list. C.p.c. and t. sq. or 
hex. blank nuts, $5.25 off list. C.p.c. and t. 
sq. or hex. blank nuts, tapped, $5 off list. 
Semi-finished hex, nuts: 4% in. to 9/16 in., 
inclusive, 80, 10 and 10 per cent off list; 
small sizes S. A. E., 80, 10, 10 and 10 per 
cent off list; % in. to 1 in., inclusive, U. 
S. S. and S. A. E., 70, 10, 10 and 10 per 
cent off list. Stove bolts in packages, 80, 
10 and 5 per cent off list. Stove bolts in 


bulk, 80, 10 and 7% per cent off list. Tire 
bolts, 65, 10 and 10 per cent off list. Track 
bolts, carloads, 3.25c, to 3.50c, base. Track 


bolts, less than carloads, 4.25c. to 4.50ce. 

Upset Square and Hex. Head Cap Screws. 
—'% in. and under, 75 and 10 to 80 and 10 
per cent off list; 9/16 in. to % in, 75 and 
10 to 80 and 10 per cent off list. 

Upset Set Screws.—% in. and under, 80, 
10 and 5 to 85 per cent off list; 9/16 to % 
in.. 80, 10 and 5 to 85 per cent off list. 

Milled Square and Hex. Cap Screws.— 
All sizes, 70 and 10 per cent off list. 


Mill Set Screws.—All sizes, 70, 10 and 5 
per cent off list. 
Small lots take 10 and 20 per cent ad- 


vance over above prices. 


Builders’ Hardware.—It is claimed, 
and likely is true, that there is more 
residential building activity in the Pitts- 
burgh district than in any other large 
city in the country. It is certain that 
the demand for medium priced builders’ 
hardware is more active here now than 
for some months. The campaign referred 
to in our reports several times to in- 
duce builders of homes to use a better 
quality of hardware than they have 
been doing, is bearing fruit. This is 
certainly real economy, adds to the ap- 
pearance of the house. and also to the 
price, where a sale of the property is 
involved. 


Carpenters’ Chisels.—The Winsted 
Edge Tool Works, Winsted, Conn., and 
the Peck, Stow & Wilcox Co., Southing- 
ton, Conn., have announced a reduction 
of about 10 per cent in prices on car- 
penters’ chisels. 


Disston Goods.—Henry Disston & 
Sons, Philadelphia, has issued new dis- 
counts, dated Jan. 1, 1922, showing 
slight reductions in prices on butchers’ 
saws, carpenters’ wood levels, tri- 
squares and T-bevels. The average re- 
duction is about 10 per cent. No change 
whatever was made in prices on Disston 
hand-saws or Disston cross-cut saws. 


Hot-Air Registers—Makers of hot- 
air registers have issued new discounts 
dated Jan. 1, 1922, showing a reduc- 
tion in prices. Under the old prices 
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the discount was 30 per cent, and 


under the new it is 50 per cent. 


Hatchets.—Fayette R. Plumb, Inc., 
Philadelphia, has issued new prices 
showing reductions on the Plumb line 
of hammers and hatchets. The No. 81 
hammers are now sold by the jobbing 
trade at $12 per doz. and the No. 2962 
hatchets at $12.50 per doz. The re- 
duction in prices on hammers is about 
10 per cent and on hatchets 20 per cent. 


Garden Cultivators.—C. S. Norcross 
& Bro., Bushnell, Ill., has issued new 
prices on garden cultivators showing a 
reduction of about 10 to 15 per cent. 
The trade is now offering No. 33 garden 
cultivators at $6.45 per doz. and No. 55 
at $8.65 per doz. 


Iron Planes.—The Stanley Rule & 
Level Co., New Britain, Conn., has is- 
sued new discounts showing a reduction 
of about 10 per cent on iron planes 
while no change is made in prices on 
wood planes. The same concern has 
made a reduction of about 10 per cent 
on tri-squares, T-bevels and marking 
gages. No change in prices was made 
on Stanley rules or bevels. 


Iron and Steel Bars.—Prices on soft 
steel bars have settled down to the basis 
of 1.50c. at mill, in fairly large lots, 
but it is intimated that recently this 
price has been shaded on some large 
orders. Common iron bars, rolled by 
Eastern mills, are still being offered in 
this market at about 1.50c. delivered 
on any desirable order. 

We quote steel bars rolled from billets 
at 1.50c. to 1.60c.; reinforcing bars rolled 
from billets, 1.50c. to 1.60c. base; reinforc- 
ing bars, rolled from old rails, 1.45¢c. to 
1.50c.; refined iron bars, 1.75c, to 2c. in car- 
loads f.o.b. mill, Pittsburgh. 

Ice Skates.—Owing to the mild 
weather so far, the demand for ice 
skates has been rather slow in this dis- 
trict. Dealers are holding prices firm 
and believe that demand, after the first 
of the year, will be better. 

Jobbers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: North Star alumi- 
num finish racer or hockey ;for men and 
women, $9 pair; North Star nickel finish 
racer or hockey for men or women, $10.25 
pair; key clamp rocker, steel runners, 
bright finish, 90c. pair; key clamp rocker, 
steel runners, nickel finish, $1.15 pair; key 
clamp hockey, polished cast steel runners, 
$1.20 pair; key clamp hockey, carbon steel 
runners, $1.60 pair; half key clamp rockers 
for women and girls, $1.10 pair; half key 
clamp hockey for women and girls, $1.51 
pair. 

Pliers —The Peck, Stow & Wilcox 
Co., Southington, Conn., has made a re- 
duction of about 10 per cent on its 
popular models of pliers. No reduction 
was made on the common grades. 


Sheets.—As noted last week, prices 
on all grades of sheets for first quarter 
delivery, as named by the American 
Sheet & Tin Plate Co. and the inde- 
pendent mills, these prices being 2.25c. 
for blue annealed, 8c. for black, 
and 4c. for galvanized, both 28- 
gage, are holding quite firm, but so 
far the amount of business placed by 
jobbers and consumers at these prices 
for first quarter delivery has been rel- 
atively small. It is expected that after 
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the turn of the year the demand for 
sheets will be better, as a good deal 
of work now held up will no doubt go 
forward after Jan. 1 next. 


Jobbers continue to quote sheets for de- 
livery from stock, f.o.b. ‘Pittsburgh, as 
follows: Blue annealed sheets, 2.75c. to 3c. ; 
No. 28 gage Bessemer black sheets, 3.25c. 
to 3.50¢c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order. 

Tin Plate—A week ago we stated 
that the regular price of $4.75 for base 
box, on tin plate for first quarter, was 
not being firmly held. In the past week 
the market has firmed up a good deal 
and it is now stated that it would take 
a very desirable order to shade this 
price. It is stated that considerable 
contracts have been placed by the large 
can makers and other consumers of tin 
plate, at the $4.75 per base box, price, 
for delivery in the first quarter of the 


new year. 


Steel Pipe.—The reduction of $5 per 
ton on all sizes of merchant steel pipe 
excepting %-in., also on oil country 
goods, and $6 per ton on line pipe, has 
not as yet resulted in any material in- 
crease in orders, but the market is re- 
ported to be more stable than for some 
time. As already noted, the jobbers 
have passed the lower prices to their 
trade and are now quoting from stock, 
f.o.b. Pittsburgh, on black and gal- 
vanized steel pipe about as follows: 
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Wire Cloth.—The market is now re- 
ported to be quite firm on the basis of 
$1.90 for No. 12 mesh wire cloth per 
100 sq. ft., while copper wire cloth, No. 
14 mesh, is also reported quite firm at 
$6.60 in 50-ft. rolls, and $6.50 in 100-ft. 
rolls. The hardware trade is buying 
quite freely of wire cloth at these 
prices for next spring shipment, in 
order to be sure that they will have it 
on hand when the demand opens, and 
which is expected to be quite heavy 
next year. 


Wire Products.—As intimated in our 
report of last week would likely be the 
case, makers of wire and wire nails, 
taking into account the shading in 
prices that has been going on for some 
time, have announced a reduction of $5 
per ton on wire and wire nails, ef- 
fective from Wednesday, Dec. 21. Job- 
bers have passed along the reduction 
to their trade and the demand, which 
has been quiet for some time and only 
for small lots, is expected to be better 
early in the new year. 

Local jobbers quote from stock, f.o.b. 
Pittsburgh, for fair sized lots, as follows: 
Wire nails, $2.75 base per keg; galvanized, 
1 in. and _ longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 


$2.50 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.75; galvanized wire, $3: gal- 
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vanized barbed wire, $3.25; galvanized fence 
staples, $2.25; painted barbed wire, $2.75; 
polished fence staples, $1.75 ; cement-coated 
nails, per count keg, $2.45; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 


Office of HARDWARE AGE. 
Guardian Bldg., 
Cleveland, Dec. 
HE interest of both the wholesale 
and retail trade has been centered 
on the holiday business which on the 
whole is quite satisfactory. During 
the last week before Christmas jobbers 
received a good volume of rush orders 
for holiday merchandise from retailers 
who had run short of various items. 
Lines that moved well for the Christ- 
mas trade included all kinds of cutlery, 
razors, silverware, glass baking ware, 
and electrical utensils. Jobbers report 
that their sales on irons, toasters, per- 
colators and other electrical kitchen ap- 
pliances were fully as large as a year 
ago. A very good Christmas business 
was also done in sleds, ice skates, bi- 
cycles and toys. 

Outside of holiday merchandise, job- 
bers’ sales have been rather light in the 
past week or two, as retail merchants 
are keeping their stocks low and are 
not inclined to buy merchandise for re- 
placement until after inventories. Re- 
tailers generally will start the year 
with very low stocks, and are expected 
to buy quite freely next month. 

The most important development in 
the price situation during the week was 
a sharp reduction in the price of nails 
and wire and allied products by the 
American Steel & Wire Co. Very few 
other price changes were announced, 
but a number of changes are expected 
Jan. 1 on quite a few lines on which 
present prices were guaranteed until 
the end of the year. 


26. 


Automobile Tires and Accessories.— 
Present low prices on tires have stim- 
ulated buying somewhat. Tire chain is 
not moving as yet in large volume be- 
cause there have not been many days 
this season that have required the use 
of chains on automobiles. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Reliance jacks, No. 1, $2.33; No. 
2, $3.33, in lots of 12; A. C, Titan spark 
plugs, 65c. in lots up to 10, and 58c. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
and 48c. each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 


Axes.—Sales of axes at present are 


light. Prices are unchanged. 
Jobbers quote. f.o.b. Cleveland: First 
grade single bitted axes, handled, $21 per 


doz. ; unhandled, $17 per doz.; double bitted 
axes, handled, $26.50 per doz.; unhandled, 
$22.50 per doz.; second grade axes, single 
bitted, handled, $19 per doz.; unhandled, 
$16 per doz.; double bitted, handled, $24 
per doz.; unhandled, $21 per doz. 


Ammunition.—The trade is looking 
for lower prices on shells Jan. 1, as 
present prices are guaranteed only to 
that date. 
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70% per cent off list for carload lots, 67 to 
6914 per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 


burgh 

Yankee Tools.—North Bros. Mfg. Co., 
Philadelphia, have announced reductions 
of about 10 per cent on some lines of 


CLEVELAND 


Bolts and Nuts.—The demand for 
bolts and nuts has been light recently, 
but more activity is expected in Janu- 
ary. Prices are unchanged. 

Jobbers quote, f.o.b. Cleveland: Largs 
and small machine bolts, cut thread, 65 and 
5 per cent off list; carriage bolts, large and 
small, cut thread, 65 per cent off list; stove 
bolts, 75, 10 and 5 per cent off list. 

Binder Twine.—Considerable binder 
twine has already been sold for spring 
shipment, but sales during the holiday 
season fell off. Prices for the season 
have not yet been announced. 


Brushes.—Sales of paint and varnish 
brushes for spring delivery have been 
fairly heavy, and buying for spring 
now seems to be about over. Prices 
are unchanged. 


Builders’ Hardware.—There has been 
a great deal of activity in builders’ 
hardware the past week or two. Consid- 
erable building work ‘is still under way, 
and retailers are carrying low stocks of 
builders’ hardware. Consequently, de- 
mand upon the retail trade is quickly 
reflected to the jobbers. 


Eaves Trough and Conductor Pipe.— 
These lines are quiet at present. Prices 
are unchanged. 


Enameled Ware.—Enameled ware is 
in steady demand and retailers’ stocks 
are reported low. Prices are the same. 

Fence.—There is practically no de- 
mand for fence as yet for spring deliv- 
ery. Prices are unchanged. 


Jobbers quote fence, f.o.b. Pittsburgh, at 
68 per cent off list for mill shipments and 
67 per cent off list for less than carloads, 
mill shipments. 

Galvanized Ware.—The demand for 
galvanized ware continues fairly steady 
and there is no evidence of price cut- 
ting. 

Jobbers f.o.b. Galva- 


quote, Cleveland: 


nized tubs with wringer attachment: No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz. ; 
No. 3, $17.25 per doz. Standard pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 


Handles.—Sales of handles are light 
and prices are unchanged. 

Jobbers quote, f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $5 per doz.; XXX grade, $4.35 per 
doz.: XX grade, $3.60 per doz.; X grade, 


$3 per doz. . 
American Fork & Hoe Co.’s wood “D” 
shovel, spade and scoop handles, X grade. 


$6 per doz.; malleable “D” grade manure 
fork and spading fork handles, $5 per doz 
X grade, long shovel spading handles, $4.50 


per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.; 4%4-ft.. $3.60 
per doz.; XX grade, 4-ft., $4.25 per doz 
414-ft., $4.60 per doz 


Ice Skates.—Sales of ice skates for 
the holiday trade kept up well the past 
week. Prices remain stationary. 

Levels.—There is little activity at 
present in levels. Prices are unchanged. 


Jobbers quote as follows, f.0.b. 
Cleveland: No. 0, non-adjustable 


levels 
cherry, 
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its Yankee tools. Jobbers now quote 
Yankee screw drivers, No. 30, $24.10 
per doz.; No. 31, $32.35; No. 35, $17.90, 
and No. 130, $27.50 per doz. Yankee 
drills, No. 41, are now quoted at $20.90 
and No. 44, $25.15 per doz. 


plumbs and levels, $11.50 per doz.: same, 
adjustable, with brass trimmings, $20 per 
doz.; No, 93, mahogany levels, adjustable 
and brass bound, 24-in., $2.89 each, 26-in., 
$3.13; 28-in., $3.26; 30-in., $3.40 


Nails and Wire—Effective Dec. 21, 
the American Steel & Wire Co. reduced 
prices 40 cents a keg on nails to $2.50, 
and $8 a ton on wire to $2.25 per 160 
Ib. _Jobbers are placing similar re- 
ductions in effect. Recently prices 
quoted by some independent mills set- 
tled down to $2.75 a keg for nails and 
$2.65 for plain wire, but jobbers had 
not followed these price reductions. 
Galvanized barbed wire has been re- 
duced to $3.15 and polished fence staples 
to $2.65. New prices have not yet been 
announced on all items. 

Jobbers quote, f.o.b. Cleveland, as fol- 
lows: Nails, $3 per keg for less than car 
lots or stock shipment; bright wire, $2.90 
per 100 Ib.; galvanized barbed wire, $3.65 
per 100 Ib.; polished fence staples, $3.15 per 
100 Ib, 

Oil Cook Stoves.—Sales for spring 
delivery so far have been light. 

Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85; 
3-burner, $14.25; 4-burner, $18.20. Cabinet 
type, 2-burner, $14.35; 3-burner, $18.50; 
4-burner, $24.20. 

Poultry Netting and Wire Cloth— 
The demand for poultry netting and 
wire cloth for early spring shipment is 
holding up well. Prices are unchanged. 

Jobbers quote as follows for mill ship- 


ment or for shipment from stock, f.o.b. 
Cleveland: Poultry netting, galvanized after 


weaving, 50 to 55 per cent discount: black 
wire cloth, 12 mesh, $1.90 to $1.95 per 100 
sq. ft.; galvanized, $2.40 per 100 sq. ft.; 
arouse wire cloth, 14 mesh, $6.75 per 100 
sq. ft. 


Pipe.—A reduction of 2% points was 
made Dec. 15 on welded steel pipe 
which jobbers now quote 68 per cent 
off list, f.o.b. Pittsburgh. 


Planes.—A price reduction of 10 per 
cent has been made on the Stanley line 
of planes. 


Pliers.—Prices on some makes ot 
pliers have been reduced from 5 to 10 
per cent. 

Rope.—Sales of rope for early spring 
shipment were still being made in fair 
volume, and there is a moderate de- 
mand for rope for early shipment. 





Refrigerators.—Sales of refrigerators 
continue light. Some of the large buy- 
ers stated that they will not place their 
orders until after the furniture and re- 
frigerator show in Grand Rapids, start- 
ing Jan. 4. Althought refrigerator 
prices are guaranteed until June 25, 
there seems to be a feeling among some 
buyers that if they hold out for a while 
they may be able to get lower prices. 


Screw Drivers—One leading manu- 
facturer of screw drivers has announced 
a 10 per cent price reduction. 
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Step Ladders.—Although prices have 
been announced on step ladders for 
early spring shipment, very few orders 
so far have been booked. 

Jobbers quote, f.o.b. Cleveland: Full 


rodded, best grade step ladders at 53c. per 
ft.; full rodded, standard grade, 47c. per ft.; 


standard nailed ladder, not rodded, 35c. 
per ft. 

Stoves.—The stove business continues 
rather slow. Retailers are buying 


stoves as needed in small lots, in order 
to avoid carrying large stocks. Job- 
bers report’ some improvement in the 
demand for boilers and radiation. 


Office of HARDWARE AGE, 
3725 Colfax Ave., So., 

Minneapolis, Minn., Dec. 24. 

7. HERE is a fairly good demand for 
holiday goods, but the demand for 

items of general hardware is gradually 
dropping off as the 1921 season closes. 
This is the usual feature at this time 
of the year and does not indicate that 
business conditions are getting worse, 
but rather that the buying public is 
spending most of their ready money for 
holiday goods. 

As a matter of fact both dealer and 
jobber are more optimistic and feel 
that conditions are definitely on the 
mend. They also feel that they have 
no right to compare business with con- 
ditions early in 1921, but rather with 
1914 and 1915. Comparing on this 
basis business is not bad considering 
the year as a whole. 


Axes.—There is a very moderate de- 


mand for axes at this time. TPvices re- 
main firm. 
We quote from jobbers’ prices, f.o.b. 


Twin Cities: Single bit, $14.50; double bit, 
$19.50 base weights. 

Brads.—The demand for brads con- 
tinues to be very fair. Prices remain 
as for some time past. 


We quote from jobbers’ 
Twin Cities: Brads in bulk, 
. small packages, 70 per cent, 


Bolts.—The demand for bolts contin- 
ues to be rather inactive with little 
prospect of immediate improvement. 
Prices remain as when last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60-5 per 
cent; large carriage bolts, 50-10-5 per cent; 
small machine bolts, 60-10-5 per cent; 
large machine bolts, 60 per cent; stove 
bolts, 75-10 per cent; lag screws, 60-10 per 
cent. 

Coal Hods.—There is only a very 
light and unsteady demand for coal 
hods at this time. Jobbers’ stocks are 
ample and prices remain as when last 
quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned, open, 17-in., $3.95; 
japanned, open, 18-in., $4.40; japanned, 
funnel, 17-in., $4.95; japanned, funnel, 
18-in., $5.45; galvanized, open, 17-in., $5.25; 
galvanized, open, 18-in., $5.70; galvanized, 
funnel, 17-in., $6.45; galvanized, funnel, 
18-in., $7. 

Eaves Trough, Conductor Pipe and 
Elbows.—The demand is declining grad- 


stocks, f.o.b. 
75 per cent; in 


ually as cold weather sets in. Prices 
remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5-in., 


lap joint, single bead, $4.50 per 100 ft.; 
conductor pipe, 


3-in. 28 ga., corrugated, 





HARDWARE AGE 


Steel Sheets.—The sheet market is 
quiet but mill prices are firm. 

Jobbers quote, f.o.b. Cleveland: No. 28 
black sheets at 3.75c.; No. 28 galvanized 
sheets at 4.75¢c., and No. 10 blue annealed 
sheets at 3.10c. 

Screws.—Jobbers have made a change 
in discounts on screws, but advise that 
these do not represent any further 
price reductions. 


Jobbers quote screws as follows, f.o.b. 
Cleveland: Flat head, bright, 10, 10, 5, 
10, 5 and 5 per cent off list; round head, 
blued, 75, 10, 5, 10, 5 and 5 per cent off list; 
round head, nickel, 65, 10, 10, 5 and 5 per 
cent off list; round head, brass, 72%, 20 and 
10 per cent off list. 


TWIN CITIES 


$4.50 per 100 ft.; elbows, 3-in., corrugated, 
$1.63 per doz, 

Files.—There is a very light demand 
for files at this time. Prices are the 


40, 


same, 
We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60 per cent; 


Arcade files, 60-10 per cent; Riverside 
files, 65-10 per cent. 

Galvanized Ware.—The entire line 
continues to be rather inactive and lit- 
tle increase in demand can be expected 
until spring. Prices remain as last 
quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.40 
per doz.; No. 2, $7.20; No. 3, $8.40; heavy 
galvanized, No, 1, $18.50; No. 2, $20.50; 
No. 3, $22.80; standard 10-at. galvanized 
pails, $2.24; 12-qt., $2.46; 14-qt., $2.75; 
16-qt., stock pails, $4.35; 18-qt., $4.80. 

Lanterns.—There has been a fairly 
active demand for lanterns during the 
season. Stocks are ample and prices re- 
main as for some time past. 


Nails.— There is a constant and 
steady demand for wire nails. Jobbers’ 
stocks are ample. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $4 base; 
cement coated nails, $3.40 base. 

Oil Heaters.— There is very little 
call for oil heaters this late in the sea- 
son. Stocks are ample and prices re- 
main as when last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned, polished steel, 3-qt. 
capacity, $3.50 each; nickel, polished steel, 
4-qt. capacity, $5.40 each: blue enameled 
body, 4-qt. capacity, $7 each. 


Paper.—The demand is slowing up 
somewhat at the present time, but 
sales this year have been satisfactory. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.80 per 
ewt.; threaded felt, $1.58; red rosin sheath- 
ing, $2.90 per cwt. 

Rope.—The demand for rope does 
not show any particular improvement. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure Manila rope, 19\%4c. per 
lb.; pure sisal rope, 144%4c. per Ib., base 
prices. 

Sandpaper.—The demand for sand- 
paper has continued to be very satis- 
factory on account of large amount of 
millwork. Prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, at $7.20 
per ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—There continues to be a 
fairly good demand for sash cord, al- 
though not so large as early in the fall. 
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Twist Drills —Following the recent 
price reduction by manufacturers, job- 
bers have made corresponding reduc- 
tion in prices on twist drills. 


Jobbers quote, f.o.b. Cleveland: Carbon 
drills, 60 and 5 per cent off list; high speed 
drills, 30 and 5 per cent off list. 


Wheel Goods.—The demand for ex- 
press and coaster wagons, velocipedes 
and tricycles continues heavy during 
the holiday season. 

Jobbers quote, f.o.b. Cleveland, for me- 
dium sized coaster wagons as _ follows: 
Chief Scout, $5.75; Janesville, $6.08; Sher- 
wood, $5.95. 


Prices remain as when last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per lb.; ordi- 
nary grades, 36c. per lb. 

Screws.—There is a very fair demand 
for wood screws considering the sea- 
son. There has been no further price 
change since the last report. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright wood screws, 
80-10-5 per cent; round head blued screws, 
75-10 per cent; flat head japanned screws, 
75 per cent; flat head brass screws, 75-5 per 
cent; round head brass screws, 70-10 per 
cent. 


Snow Shovels and Sidewalk Scrapers. 
—There has been a sudden drop in de- 
mand because of unseasonably mild 
weather, but this is expected to pick up 


with the first heavy snow fall. Prices 
are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood, straight handle, $5.20 


per doz.; steel blade, straight handle, $4.50 
per doz.; galvanized, steel blade, $11 per 
doz. ; steel sidewalk scrapers, $4.50 per doz. 

Solder.— The demand is gradually 
improving. Jobbers’ stocks are ample. 
Prices remain as last. 


We quote ::om jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 23c. 
per lb. 


Steel Sheets.—The demand for steel 
sheets continues to remain very inac- 


tive. Prices are the same as when 
last quoted. 

We guote from jobbers’ stocks, f.o.b. 
Twin ities: 28 gage galvanized sheets, 


$5.25 per cwt.; 28 gage black sheets, $4.25. 
Steel Traps.—There is an increasing 




























demand for steel traps. Stocks are 

ample and prices firm. Duplicate Exch 
We quote from jobbers’ stocks, f.o.b. 

Twin Cities: Victor No. 0, $1.71; No. L,¥ 

$2.01; No. 1%, $3.05; No. 2, $4.21; New- ”° 

house, No. 0, ty F No. 1, $5.62; No. 1%, 


$8.50; No, 2, $12.56. 
Wheelbarrows. — There is practically 


no call for wheelbarrows in this district @ 


just at the present time as it is between 
seasons. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $7 each; 
No. 1, garden, $5.40 each. 

Wire.—Wire market continues to be 
dull and no improvement is expected 
until the spring season. Jobbers’ stocks 
are ample and prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted cattle, 
80-rod spools, $3.43; galvanized cattle, 
$3.78; painted hog wire, $3.60; galvanized 
hog wire, $4.05; smooth black annealed 
No. 9, $3.70 r cwt.; smooth galvanized 
annealed No. 9, $4.20 per cwt. 
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